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“—and It’s Easy to Install”’ 


@ p< of our Dealers happened to be at the Factory recently and 


“The FarQuar is the easizst to assemble, and most simple to 
operate, of any furnace | have ever seen. Dozens of times I have 
surprised my customers by the ease and speed with which I erected 
a FarQuar. 

“Then there is the matter of inspection and convenience. 
Every part of a FarQuar is easily accessible from the front. There 
are no obscure winding flues and the ashes can be removed with- 
out the usual dirt and annoyance. Repairs are rarely needed, but 
when they are, they can be made quickly and easily without tear- 
ing down the equipment. 


The best part of it all is, the Dealer above quoted 
not only sells and installs a large number of FarQuar 
Systems, but he also uses one in hisown home. And 
yet, he told only a small! part of the FarQuar story. 
You will. find the remainder intensely interesting. Ask 
for booklet of complete information on house heating. 
It’s Free. 


The Farquhar Furnace Co. 
210 FarQuar Building 
Wilmington, Ohio 


The FarQuar accomplishes 
results impossible with 
any other heating 

system. 


A Money-Making Opportunity 


FarQuar Advertising is awakening people to the 
need for better heating methods in the home. Com- 
petent and reliable men can enake goes money 
as exclusive FarQuar Distributors. rite us for 
particulars. 


had occasion to discuss the FarQuar System with a visitor. 
Here are some of his comments: 





“And the operation of the Automatic Control is very simple 
Once installed it needs no attention, yet it effectively regulates 
the fire and maintains a uniform temperature in all kinds of 
weather. You'll find FarQuar users enthusiastic over this auto- 
matic control. 

“It is so easy to demonstrate the superior advantage of 
FarQuar features that I am able to sell the FarQuar the year 
‘round. Folks are beginning to want FarQuar results for they 
realize no other furnace can give them. That is one reason why 
the FarQuar is the only heating system I would sell.” 


He 
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Write for the complete Wise Catalog 








Install one 

Wise Furnace 

and you ll rigs 
install vo 
many more 12 











Wise 
Sales 
and 
Service 
spell 
Success 
for 
Wise 


Dealers 











Every 
enterprising 
dealer 
should 
investigate 
Wise 
Furnaces 

















THE WISE FURNACE CO. 
AKRON, OHIO 
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"ERE are many good 


reasons why you should 
handle Moncrief Furnaces. 
For instance, the Moncrief 
line is complete — Pipe 
Furnaces, Pipeless, Three- 
Pipe Majestic Moncrief — 
in various styles and a com- 
plete range of sizes. What- 
ever your customers require- 
ments are the Moncrief line 
is sure to satisfy. 


Write today for complete catalog 


THE HENRY FURNACE 
& FOUNDRY CO. 
Cleveland, Ohio 


Eastern Sales Offices 
E. L. Garner, 177 23rd St., Elmhurst, N. Y. 
F. H. Hanlon, Batavia, New York. 
W. S. McCrea, 105 Federal Street, N. S., 
Pittsburg, Pa. 
Western Sales Offices 
Johnson Furnace Company, Kansas City, Mo. 


Chas. B. Walker, 254 Russell Street, Portland, 
Oregon. 





Southern Distributors 
Moncrief Furnace Company, Atlanta, Ga. 
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YOU, MUST PUT MUCH IN IF YOU EXPECT TO TAKE 
MUCH OUT. 


An eminently successful business man re- 
cently made this statement: 

“If you were to buy a farm in Iowa, rich as 
the soil might be, you would get little for your 
investment if you did not sow seeds, till the 
soil and constantly work for growth of the 
grain. If you merely went out to the farm 
once a week and listened to some music and 
a good speaker and then went back to a busi- 
ness in the city for another week, you would 
get just as much out of your farm as the 
sheriff would leave you.” 

This man might have continued in this 
manner : 

“On the other hand, for every bushel of 
wheat you put into properly tilled and fer- 
tilized ground you will reap twenty, thirty, 
fifty bushels.” 

It is the same way with your trade organ- 
ization: 

You pay your dues, attend meetings off and 
on, and soon you develop a grouch because 
“the association does not produce results.” 

But whose fault is it? 

The money you paid when you joined and 
your monthly dues represents the money the 
man paid for his land. Your attendance at 
meetings represents the weekly or monthly 
visits that he makes to the farm. 

Would you not say that he was to blame for 
the weeds that grew and the failure of the 
crop that did not pay? 

You would be one of the first to laugh at 


any man who after buying a car would expect 
it to run without gasoline or proper care. 

And yet, you kick because your trade asso- 
ciation does not produce results, when you 
refuse to do any of the work which must be 
done if the association machinery is to be 
operated successfully. 

Paying dues promptly and attending meet- 
ings regularly are important factors in organ- 
ization activities, but of far more importance 
is the working together, under proper direc- 
tion, of all the members—each one in the field 
best suited to him. 

Trade organization work means coopera- 
tion, and codperation means “working to- 
gether.” 

And one of the reasons—the chief one, in 
fact—for the lack of results of some trade or- 
ganizations lies in this very circumstance that 
the members are “buck passers” to a very 
large extent. 

We know of more than one association 
where the members at meetings promise to 
try to bring a prospect to the next meeting— 
and then promptly bury that promise with an 
avalanche of excuses, none of which is the 
real reason. Every man wastes enough time 
every day to more than make up for the hour 
that he might have to spend in locating a 
prospective member and persuading him to be 
his guest at the next meeting. 

No great object is ever attained without 
real work. 
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Random Notes and Sketches. 


By Sidney Arnold 














“Some people are very free with 
advice, whether it be wanted or 
not,” said Charlie Binns, of the Cop- 
per Clad Malleable Range Company, 
to me the other day while we had 
lunch at the “Missouri Athletic,” 
“and most of the time their advice 
fits as well as that of a physician that 
I know of. 

“This doctor had just been intro- 
duced to a mother and her small 
son at a church sociable. 

“*Madam,’ he said _learnedly, 
‘you should have your child’s tonsils 
removed at once, so he will not have 
to wear those bandages about his 
throat.’ 

“*All right, doctor,’ the mother 
replied agreeably, ‘if you think it 
will help that boil on his neck.’ ” 

*K * * 

I am going to break a rule and 
suggest that you cut the. following 
statement out, after carefully read- 
ing it, and place it where you can 
read it every day, and where every- 
body who enters your place of busi- 
ness will notice and read it. 

The statement was made by the 
late President Harding as a part of 
his address delivered at Portland, 
Oregon, on July 4, 1923: 

“T would like to acclaim the day 
when there is no room in America, 
anywhere, for those who defy the 
law ; and those who seek our hospi- 
tality for the purpose of destroying 
our institutions should be deported 
or held securely behind prison walls. 
It is a great thing to build up the 
surpassing republic, but it is a 
greater thing to preserve it. 

“This land of ours has little to 
fear from those who attack from 
outside our borders, but we must 
guard zealously against those who 
work within our borders to destroy 
the institutions which have given 
them hospitality. A republic worth 
living in is worth living for; and 
a republic worth defending is worth 
our patriotic vigilance, so that it 
shall not be undermined by those 





who preach the gospel of envy and 
hate, or destroy in experiments 
against which forty centuries of 
human experience cry out in pro- 
test.” 

I came from foreign stock and 
am proud of my ancestry, but I am 
still more proud and grateful that 
I have had a share in propagating 
and defending the principles upon 
which this great nation of ours was 
founded and is living today. 

a 

Frank B. White, who is one of 
the best advertising men that I know 
(he has sense enough to confine his 
efforts to serving agricultural adver- 
tising), has this to say about adver- 
tising : 

“To make a success of advertis- 
ing, one must be prepared to stick 
to it tenaciously. He should know 
before he begins it that he must 
spend money—a great deal, and 
he must continue to spend it. 
Advertising is a growth. Results at 
the beginning are not always com- 
mensurate with expenditures. In 
this it is not different from other 
phases of substantial business pros- 
perity. Advertising does not jerk; 
it pulls. It begins very gently at 
first, but the pull is steady. It in- 
creases day by day and year by yea 

* * x ‘ 
until it exerts an irresistible power. 
It is Itkened to a team pulling a 
heavy load. A thousand spasmodic, 
jerky pulls will not budge the load, 
while one-half the power exerted in 
steady effort will start and keep it 
moving. Great successes in adver- 
tising have been made by men of 
daring, courage, conviction and 
stick-to-it-iveness.” 

* aK aK 

Some people are just naturally 
woman haters, and others are just 
as naturally the other way. 

Two colored gentlemen were over- 
heard by Frank Carfer, of the J. 
M. & L. A. Osborn Company, in 
the following colloquy: 
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“Howdy, Sam, how is yo’ boy ?” 

“Tollable, tollable.” 

“Seed him last night, an’ I noticed 
somepin pow’ful strange about him 
—yassuh, pow’ ful strange.” 

“He cain’t help it, Pete. 
blame him. Dat’s his wife.” 
: * 2k * 


Don't 


This one is not exactly a new 
story, but Fred Gross, who fixes up 
automobile radiators, installs fyr- 
naces and puts up gutters when he 
can spare a bit of time from his 
duties as Secretary of the Illinois 
Sheet Metal Contractors’ Associa- 
tion, told it to me the other day: 

The occupants of the parlor car 
of the Limited were staréled by the 
abrupt entrance of two masked ban- 
dits. 
 “T’row up yer hands!” com- 
manded the bigger of the two. 
“We're gonna rob all the gents and 
kiss all the gals.” 

“No, pardner,” remonstrated the 
smaller one gallantly, ““We’ll rob the 
gents, but we'll let the ladies alone.” 

“Mind your own business, young 
fellow,” snapped a female of uncer- 
tain age. “The big man’s robbing 
this train.” 

* * * 


Mulroyd, who sells “Master” 
warm air furnaces along the Mis- 
sissippi River, got on the train go- 
ing to Quincy the other evening and 
spying me in the smoking compart- 
ment sat down and proceeded to tell 
me about some of the towns that we 
were going through, it being my first 
trip on that road. As we pulled out 
of one of these little river towns he 
said that at one time there were two 
jails, one directly across the street 
from the other. 

Asking for enlightenment of a 
passing Missourian, Mr. Mulroyd 
said: 

“What’s the reason for building 
two jails across from each other like 
that? Surely you haven’t enough 
law breakers here to fill both.” 

“Nope, you’re right, mister,” ad- 
mitted the townsman. “But we got 
two unlawful men here in for life 
and they just naturally can’t get 
along with each other in the same 
building.” 
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The Candy Sale Principle Applies with Same Force to 
Warm Air Furnace Selling. 


‘* Three Delicious Mouthfuls for a Penny’’ Will Sell 


More Good Candy 


SAW a sign in neighborhood 

candy shop—one of those places 
that cater to school children—it bore 
this suggestion, “Three delicious 
mouthfuls for a penny.” ~ 

In the same block there was an- 
other shop of the same kind, also 
with candy displayed in the window, 
same sort of stuff—no better and 
no worse. Here a sign said, “Three 
for One Cent.” 

It happened to be recess time 
when I passed, and I noticed that 
by far the greater patronage went 
to the first mentioned store. 

When things were quiet once 
more I asked the woman who owned 
that store what she thought brought 
so many more children to her store 
in comparison with those who pa- 
tronized the other store. 

Her reply was, “We try to make 
it pleasant for them here. They 
know that our candy is good and 
that we give them as much as any 
other store here does. 

“But I pay particular attention to 
having nice, attractive cards in my 
window and in my show case, and 
I know that many of them come to 
me just because of these nicely 
worded cards that we get from the 
manufacturers.” 

A good furnace, properly cared 
for, will last twenty years and fre- 
quently longer. 

In the section around Chicago this 
means that it will stand the ravages 
of a more or less heavy fire and 
the attendant shakings for a period 
of approximately 4,000 days and 
nights. 

In other words, the entire cost of 
the furnace with pipes, fittings, reg- 
isters and labor of installation in an 
average house of “seven rooms and 
bath” is considerably less than ten 
cents a day if distributed over the 
period mentioned. 

But supposing we call it ten cents 
a day, what does that mean in com- 


parison with the cost of the fuel that 
we must have in order that heat may 
be developed and distributed by the 
furnace? 

It is safe to say that one hundred 
dollars will be a low estimate of the 
fuel cost per year, which means an 
average outlay of fifty cents a day 
for coal. 

In other words, the daily cost of 
the fuel that we burn is five times 
as great as the daily cost of the fur- 
nace in which it is burned. 

That is just one little pointer for 
you. 





Selling a furnace installation 
is just like selling an automo- 
bile. There are lots of Ford 
touring cars sold, but many of 
those who have been buying 
them are willing to consider 
sedans and better grades and 
able to pay the additional price, 
if the salesman has_ sense 
enough to present his proposi- 
tion in the right way. 











Now, to get back to the idea ex- 
pressed in the headline— 

Some of you object to putting 
definite prices on your furnaces in 
your advertising, or to quoting a 
man a price while talking with him, 
until he has been “properly inter- 
ested.” 

While some of you make a fea- 
ture of the price in your advertis- 
ing. 

It does not make any difference 
what you think about it— 

Some time you will have to tell 
the prospective purchaser what you 
want for the job. 

And when it comes down to brass 
tacks, it is not of very great impor- 
tance when that price is quoted— 

Not nearly as important as the 
manner in which it is made known 
to the prospect. 

For example— 

Mr. and Mrs. Jones have been 


Than ‘‘ Three for a Cent.”’ 


considering the buying of a heating 
plant. They have talked with the 
Smiths, next door; with the John- 
sons, upon the hill; with several 
others. 

They have a fairly good idea of 
what they want and what they will 
have to pay, because they have, of 
course, asked the Smiths and the 
Johnsons what they paid. 

Then you hear in some way that 
Jones is figuring on putting in a 
furnace and you go after him—hot 
foot. 

You want to install that furnace, 
but some “hot air expert” on sales- 
manship has told you that it is al- 
ways bad policy to quote a price 
“until the prospect has been prop- 
erly prepared, by working on his 
imagination, his desire, etc.” 

So when Jones asks you how 
much your price will be you “stall” 
—and by your very “stalling” you 
create in his mind the mistaken no- 
tion that your price is higher than it 
ought to be! 

In other words, you establish a 
hindrance, a handicap against the 
consummation of the sale, so far as 
you are concerned ! 

Don’t sidestep the price question! 

Tell Jones that if he buys your 
furnace and lets you install it the 
way you know that it ought to be in- 
stalled, his price will be — cents 
for every day in twenty years that 
furnace heat is required, and that 
you will guarantee to heat his house. 

That is really what he wants to 
know—not what the price of the 
castings, of the fittings and of the 
installation work may be—but what 
it will cost him to secure an appara- 
tus that will make it possible for 
him to have a comfortably heated 
house for a certain period. 

A man may want to buy an auto- 
mobile. 

He may have only a thousand dol- 
lars for that purpose. 














Does he want a sedan, a touring 
car, a coupe? 

Does he want a car “fully 
equipped,” or is he satisfied to do 
without some of the many “extras”? 
Does he want a car that will last 
long or is his mind bent on a “sport” 
model ? 





If price were really the chief 
consideration in selling a fur- 
nace installation, some of the 
largest manufacturers would 
not be in business, because 
there would not be demand 
enough for their product to 
keep them going. Price is a 
factor, but to the installer who 
knows his business it is far 
from being the chief factor. 











All these are questions that must be 
decided by somebody before the sale 
is made—and in almost every case 
they are decided for him if the 
salesman knows his business. 

In the same way, we have the fol- 
lowing questions pertaining to fur- 
nace heating, among many others. 

Does he want a real warm air 
heating plant that will deliver heat 
to every part of his home under any 
and all conditions? 

Does he want only part of the 
house heated ? 

Does he want a pipeless, a three- 
way, or a real pipe job? 

How much is he willing to pay? 

And keep in mind that he knows 
fairly well what he will have to pay 
for any type of a warm air furnace. 

Of course, it is usually consid- 
ered poor policy to ask a prospect 
how much he is willing to pay for a 
“good” job, because he may think 
that by this question you may lead 
him to agree to pay more than he 
ought. 

But on the other hand, it might 
also be maintained that if the fur- 
nace salesman quotes a definite price 
without first ascertaining the char- 
acter of the home and the layout of 
pipes, etc., he will be quoting a price 
which could not in any sense be said 
to “cover the job.” 

Some of the men on whom I call 
have no idea as to the service which 
I can render them, and yet their 
first question is more than likely to 
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be, “What does it cost?” 

My answer is usually, “No more 
than you can afford to pay—from 
a profit standpoint.” 

That takes care of the price until 
I have shown the man what I will 
be able to do for him if he will let 
me do the work the way I know 
from experience will bring him the 
results and satisfaction that he ex- 
pects to receive from his investment. 

Let us return to that $400.00 fur- 
nace installation: 

It means that the owner, with 
such a furnace, will pay out for 
every day during the twenty years 
that his furnace is in operation, ten 
cents to pay for the furnace and fifty 
cents for coal. 

He may be able to induce a man 
to put a furnace in for $300.00— 
which apparently gives him a saving 
of $100.00. 

But how does it work out? 

Unless your price was altogether 
out of proportion, there will have 
to be some skimping on that $300.00 
job. 

And that will mean heavier firing, 
thus using more coal, and quicker 
burning out of the grates and fire 
box, and you can safely figure on 
20 per cent more fuel cost and that 
entire replacement will be necessary 
in ten years. 

In other words: 

In ten years, not only will the 
entire $100.00 “saving” have been 
lost, but in addition an entirely new 
furnace will have to be installed— 
and probably with change of cold 
air ducts and warm air pipes, mak- 
ing a still more expensive job than 
the original one. 

There is no more reason for com- 
paring prices on two furnace instal- 
lations than there is for comparing 
the price of a Ford with a Buick. 

To be sure, both will take you 
over the road; both have an engine; 
both have a top; both have a steering 
gear; both have a windshield; both 
have pneumatic tires; both have 
headlights, etc. 

But you ride more comfortably 
in a Buick; you can make more 
speed with it; you have more room; 
you start without having to break 
your back turning a crank; you 
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burn more gasolene ; your tires cost 
more, etc. 

The two questions in the last 
analysis that have to be answered 
by the purchaser before even the be- 
ginning of a sale can be started is, 
“How much, approximately, can 
you afford to spend, and what sery- 
ice do you expect to get?” 

And it is up to the furnace sales- 
man to get the answers to those 
questions, without actually asking 
for them-if he can avoid it. 

When he knows that point he has 
something to go by; otherwise, he 
is shooting into the air. 

After all, it depends on you, as 
the man who is doing the selling, as 
to whether the sale is to be a matter 
of competition on price or on heat- 
ing service. 

If all you can see in the proposi- 


_ tion is “so many pounds of cast iron 


or steel plate, so many sheets of 
casing, so many lengths of pipe, so 
many registers and so many hours 
of labor,”— 

Then it simmers down to a mat- 
ter of price, and it cannot be any- 
thing else. 

If on the other hand, you have 
“sold yourself” on the idea that 
what you have to offer is an in- 
stallation that will heat properly 
every part of the house in all sorts 
of weather and temperature— 








Do not be afraid of quoting 
your price for a furnace instal- 
lation, but give the customer to 
understand that your price is 
based upon a grade of furnace 
and a class of work that makes 
it possible for you to guarantee 
to heat his house properly. 











Then you are selling comfort and 
convenience and service, and the 
price fellow is no competitor of 
yours in any sense, because he will 
not have a look-in after you have 
had your say. 

And this is not a mere statement. 

Hundreds of cases can be cited in 
positive proof that the installer who 
bases his selling argument on 
“Service” and “Satisfaction” wins 
out against the man whose only 
argument is that his price is lower. 
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Here Are Some Good Pointers on Installing 


and Connecting Warm Air Furnace Pipes. 


Simple Rules Are Set Down for Balancing 
Supply of Cold Air and Delivery of Warm Air. 


N a recent folder issued by the 
Homer Furnace Company there 
is much useful information as to 
the manner of installing and con- 
necting furnace pipes, from which 
we are glad to quote the following: 


Suggestions for Installing Pipe 
Furnaces: 


1. Each warm air pipe should 
have an upward pitch from the 
heater of not less than 
1 inch per foot. 


much higher than an 8-inch elbow, 
in order to have both pipes work 
properly, the top of the 8-inch elbow 
should be as high as the top of the 
12-inch. This applies to all pipes 
taken from the top of the heater. 
The same rule applies as nearly as 
possible where pipes are taken from 
the side of the bonnet. 

9. All warm air pipes should 


WIDTH OF ROOM IN FEET. 
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and place a cold air register face in 
the floor under or near a. window 
and connect this cold air register by 
means of a separate duct to the bot- 
tom of casing, thus removing the 
cold air out of the room and at the 
same time providing a flow of warm 
air into the room. 

Directions and Rules for Cold Air 

Supply. 

1. The cold air supply to the 
heater must be adequate. 

2. Always bring in the cold air 
from the coldest side of the house, 
west, northwest, or north. 

3. The cold air openings into the 
heater should be of equal capacity 
to all of the warm air 
pipes. 
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. a ee a ee, 1 2 7 . 

for each extra long or 28 se sw “Bane ese 7 The cold air box 
winding air pipe, thus ie ee we 36 “a «ew oa RE Be ee A ee opening into casing of 
i : sas - 29 ot. wan << Wer Ze et oe “ae a ee 
insuring a positive sup ond eppee rp heater should never be 


ply of warm air to that 30 ee ee We en ae 2 higher than the total 





pipe. 

7. Never use smaller than eight 
(8) inch pipe. 

8. When warm air pipes are tak- 
en out of the top of the bonnet of 
the heater, the tops of all the elbows 
should be on a level, so that an equal 
current of air can fill all the pipes. 

Note: As a 12-inch elbow is so 


have dampers close to the heater, so 
the heat from them can be regu- 
lated. 

10. In heating a room on the 
cold side of the house, or a g90m 
having a large amount of glass sur- 
face, place one register in the floor 
as near as possible to the furnace 


height of ash pit and 
should enter the heater from the 
rear to obtain the best results. 

8. The size of cold air boxes 
which supply the heater when taken 
from a main hall or other room 
down to the heater, should always 
have the full capacity of all the pipes 
combined. 
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9. All return cold air pipes 
larger than 12-inch should enter a 
“receiver” at the base of furnace. 
Pipes smaller than 12 inches may be 
fastened directly in the casing with- 
out the use of a “receiver.” 

The table shows the right size of 
furnace pipes (lower number shows 
size of pipe for first floor, upper 
number size of pipe for second 
floor) to heat rooms of various di- 
mensions, when two sides are ex- 
posed, temperature at Register 140 
degrees, Room 70 degrees. Outside 
zero. Room 8 to 17 feet in width 
assumed to be 9 feet high. Rooms 
18 to 20 feet in width assumed to 
be 10 feet high. For other heights, 
temperatures or exposures make a 
suitable allowance. When first-floor 
pipes are longer than 15 feet, use 
one size larger than that stated for 
every 15 feet. 

Stock Sizes of Pipe. 


Diameter Area 
of Round of Pipe 
Pipe Sq. In. 
SER oy ee 50 
Witla iweenkonktveewe 64 
Pb idcavcsnnewinddawhe 78 
RPP er Pre ee re 95 
Pbabesvessesncsvanecs 113 
Re a 132 
re rere re 154 
I ene ee ee 176 
re er ee 201 
er rr Te Tere 227 
Td tase iil 0 254 
hice e ikiateene alec maak 283 
ee ey ee 314 
ns hike ain spikes alae 346 
ibetssdebedteesn seek 380 
Dtacceniaseenradeee ».415 
Picakdser eeabaeeads ses 452 





Using Direct Command 
Successfully in Furnace 
Advertising Copy. 

The direct command, especially 
when the command deals with the 
saving of money, never fails to at- 
tract attention. The psychological 
effect of the direct command is well 
known in advertising circles and it 
is employed so extensively from 
time to time that it needs no fur- 
ther qualification. 

In the accompanying ad from the 








Council Bluffs Nonpareil the head- 
line is a very good example of the 
direct command. There are, how- 
ever, numerous ways of getting 
away from the close, compact body 
of reading matter which follows the 
headline. The ad would have been 
made much more inviting if two 
sizes of type had been used to make 
each paragraph stand out by itself. 
However, the general practice now 
is not to enumerate all of the good 
points of the object, but rather to 


STOP WASTING FUEL 


WEIR 


Moist Warm Air Farnaces 


 Savetons of coal because every heat unitis 

extracted from the fuel that they bura, 

‘| The patented Weir fir mixes » 
hentlele ellitheted teash.ccanation 

all theunburnedsubstance whichordinarily 

passes up the chimney as smoke and soot. 

















WEIR heat is healthful heat. The im- 
proved water pan gives off sufficient mois- 
— to the air, rreeitel the harshness 
many of the winter coughs al _ 
|| WEIRS aregas and soot-tight. No black- 
ened wall paper and ill-smelling homes 
where they are used. Easier to operate. 
First cost is last cost. 


Come in today and let us point out the 
] WEIR Smany o— 
features. Ex- 9 
amine it for 
ourself. You'll 
Tike the wayit’s 


Sanne 





RICE TIN AND FURNACE 
WORKS 


8 Go. Main st. _| 


Advertising Economy. 


























pick out one outstanding feature in 
which the object excels its competi- 
tors. This practice is believed by 
experienced advertisers to be su- 
perior to practice of putting down 
all of the obvious features. 

When you pin the customer down 
in this manner you save time by tak- 
ing away all objections to the prod- 
uct. You agree with the customer 
that all other furnaces have certain 
qualities, but that your furnace has 
in addition one quality which makes 
it of greater value to the customer 
than its competitors. 





October 13, 1927. 





_ William Johnson, Well Known 


Peoria Manufacturer of Warm Air 
Pipes, Passes on at Age of 53 Years. 


William Johnson, Treasurer of 
the Charles Johnson Hardware 
Company of Peoria for 35 years, 
died at St. Francis Hospital Satur- 
day, September 29th, following an 
illness of several weeks’ duration. 
A native of Elmwood, Illinois, and 
a resident of Peoria County all his 
life, Mr. Johnson was well known 
throughout the country as a leading 
dealer and manufacturer in hard- 
ware and furnace pipe and fittings. 
He had lived in Peoria 37 years. 

Mr. Johnson was born August 21, 
1870, the son of John H. and Mary 
Reichart Johnson. May 1, 1901 he 
was married to Miss Louisa Schmidt 
in Peoria. Of this union two children 
survive. They are William C. and 
Raymond J., both well known in 
vounger business circles of the city. 
The widow also survives, with three 
brothers and three sisters all living 
in Peoria. 

The brothers are Charles, Peter 
A. and John H. Johnson, all well 
known in the manufacturing field. 
The sisters are Mrs. Charles Spin- 
dler, Miss Mary C. Johnson and 
Mrs. Charles England. 

Funeral services were held from 
the residence, 311 Henry Street, 
Monday afternoon at 2 o’clock and 
from the Trinity Lutheran church 
at 2:30. Burial was in the Lutheran 
Cemetery. 





Honeywell Heating Specialties 
Will Be in Full Operation By 
October Twelfth After Fire. 


On Friday morning fire was dis- 
covered in the factory of the Honey- 
well Heating Specialties Company, 
Wabash, Indiana, but a letter from 
President M. C. Honeywell states 
that every department will again be 
in full operation by October 12th, 
and that shipments will be delayed 
only a few days, as very little of the 
completed appliances was destroyed. 

Part of Mr. Honeywell’s letter 
follow : 

To AMERICAN ARTISAN: 

Sparks from the factory chimney 

which burned out at 4 a. m. on Octo- 
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October 13, 1923. 


ber 5th, undoubtedly started the con- 
flagration by finding their way into 
the upper story of the building 
where inflammable packing materi- 
als were stored. 

Hourly inspection failed to reveal 
a fire until 7 a. m. when it was dis- 
covered that one end of the fourth 
floor of the main building was in 
flames. The night and day shifts 
were changing at the time the fire 
was discovered and the full night 
and day force, together with the 
City Fire Department, by heroic ef- 
forts, kept the flames confined to 
the fourth floor of the building. 

The roof of the main part of the 
factory was completely destroyed as 
well as rough stock stored on the 
fourth floor. More than one hun- 
dred men were immediately put to 
work in clearing away the debris, 
and by Saturday evening the build- 
ing was ready for the carpenters, 
who today are at work replacing 
the roof and upper floor. 

Canvas has been provided to cover 
the entire building in order to pro- 


tect against rain, and each and every 
department in the factory is ex- 
pected to be in operation by Octo- 
ber 12th. 

The loss to stock and building will 
not exceed $25,000.00 and is fully 
covered by insurance. Very little 
completed stocks were destroyed, 
and shipments will be delayed only 
a few days. 

M. C. HONEYWELL, 
President and General Manager. 

Wabash, Indiana, October 18, 

1923. 





Editor’s Note-—We are sure that 
customers of the Honeywell Heat- 
ing Specialties Company will make 
due allowances for the unfortunate 
circumstances which did for a 
short time interfere with its policy 
of prompt shipments. As we go to 
press, we are informed that Mr. 
Honeywell’s expectations were fully 
realized and that once again the fac- 
tory is operating at full capacity, 
and that shipments are being made 
at a good rate. 


Harter Advocates Hot Blast Principle in 
Operation of Warm Air Furnaces. 


Combustion Engineer Maintains That Under Ordinary 
Methods of Firing Half of Heat Units in Fuel Are Wasted. 


S6 HE usual method of firing a 
warm air furnace militates 
against the proper combustion of the 
fuel,” says Lloyd E. Harter in the 
Heating and Ventilating Magazine, 
going on to say that while this 
method of placing the coal on top 
of the fire is not likely to be changed 
for many years, so far as furnaces 
are concerned, the remedy lies in 
the application of the hot blast prin- 
ciple. 
Mr. Harter’s article follows: 
Burning Coal Upside Down. 
The open season for smoke abate- 
ment and fuel-saving propaganda is 
here. The press is devoting much 
space to a discussion of this subject. 
While it is not precisely a timely 
topic for the dog days, it is, never- 
theless, none too soon at that if any- 
thing is to be accomplished during 
the coming winter. 


When we appreciate the way we 
burn coal it no longer seems strange 
that we suffer so much from smoke, 
soot and waste. You wouldn't hold 
a candle with the wax above the 
flame and the wick down. Nor 
would you feed the fuel to the kero- 
sene lamp from the bowl above the 
flames. Likewise gas fuel comes 
from beneath to the gas stove burner 
above. In fact, everything we burn 
for heat or light, we feed from be- 
low. This is the natural, scientific 
way to consume anything with rela- 
tively perfect combustion and con- 
trol. 

But the one great exception to this 
normal method of feeding fuel is in 
our burning of coal. Instead of de- 
livering our coal to the fire from 
below, which is the right way, we 
shovel it in on top of the fire and 
the flame, which is the wrong way. 
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And, of course, we suffer from the 
soot and smoke and waste that in- 
evitably results. If you hold your 
candle so the flame is below the tal- 
low, you will have soot and smoke 
and waste instead of relatively per- 
fect combustion, such as you will 
have when the candle is held right- 
side up. 

In the big, high-pressure plants, 
engineers have fully appreciated this 
principle. They are employing al- 
most everywhere the under-feed 
stoker because it feeds the coal to 
the flame in the right way,—from 
below. However, there are hun- 
dreds of thousands of smaller plants, 
such as all the domestic heating fur- 
naces and boilers, which have to be 
stoked with a shovel. And you can’t 
shovel coal up through the grate. A 
shovel cannot be used and deliver 
the coal any place but on top of the 
fire. We know this is not right, 
but we simply cannot avoid doing 
it that way so long as we have to 
use a shovel, and no doubt we will 
go on with this most handy tool for 
a long time to come. 

Large quantities of gases are 
driven off of the green coal shoveled 
in on top, by the heat below it. If 
these gases are not burned they pass 
off as soot, smoke and CO, which 
is invisible waste. It is variously 
estimated that this waste amounts to 
from 40 per cent to 60 per cent of 
the heat units contained in the coal 
shoveled in. 

It is a mistake, however, to sup- 
pose that this imperfect combustion 
cannot be largely mitigated. 

The United States Government 
experts have made an exhaustive 
study of the subject. They have 
laid down the rule that “one-half of 
the air for combustion should be 
taken in under the fuel bed and one- 
half over the fuel bed.” It is im- 
possible to take in all of the air 
necessary for combustion through 
the grate even if it were forced in. 
The oxygen in this air is all con- 
sumed in the first 4 inches from the 
grate, so that green coal on top 
which needs oxygen so badly gets 
none at all from below. 


There are several ways to remedy 
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this bad situation. One of the best 
and most inexpensive ways is to in- 
troduce hot air over the fuel bed to 
mix with the rich gases and com- 
plete their combustion. Two things 
are necessary in introducing this 
“secondary” air. First, it must be 
hot air—that is, its temperature 
must equal that of the gases. Sec- 
ond, it must be sprayed out over the 
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fire in a thin fan-like film so that it 
thoroughly mixes with the coal 
gases. 

It is plainly to be seen that the 
mere opening of the so-called “check 
draft” in the feed door will not help 
the combustion. It supplies cold air 
and the air does not mix with the 
gases. Really it does what its name 
indicates—checks the fire. 


Help! Help!! Can You Furnish the Solution 


to Miller’s Furnace Installation Problem ? 


This Is a Rather Unusual Situation Which Requires 
Special Treatment; Let Us Have Your Answer. 


ERE is a problem for some of 
you clever fellows among the 
warm air furnace fraternity. 

The proposition is for a pipe fur- 
nace in a house that has no base- 
ment, so that the furnace must be 
placed on the first floor. 

And, of course, the rooms on the 
first floor are to be heated in some 
way. 


is not in the basement, but on the 
first floor. 

Would it be advisable to make 
the 8-inch opening in the two smail 
pipes, taken off from the two main 
pipes, in the shape of a “T” offset 
or a “Y” joint. 

If a “T” joint, would any heat 
get out if the damper in the 12-inch 
pipe was wide open? 


Reqs ter 








id Floor 











act Pipe Gus a four foot 
Rise fro-~ Farnaedle Registry 
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Illustration of Miller’s Difficult Heating Problem. 


The furnace is located in a special 
room, walled off entirely from the 
other part of the first floor. 

The following letter and the 
sketch from L. E. Miller, Goodland, 
Indiana, gives other data about the 
job: 

To AMERICAN ARTISAN: 

Herewith find sketch showing a 
furnace installation I have in mind 
and which I want to complete if 
practical. 

You will note that the furnace 





Would it be advisable to place 
dampers also in the 8-inch pipes ? 
Yours truly, 
L. E. MILter. 
Goodland, Indiana, October 10, 
1923. 





Our best compensations are not 
always indicated by money value. 
Our relationships, associations and 
civic privileges usually pay the larg- 
est dividends. Oh, yes, they cost 
something, but they pay! 





October 13, 1923. 





“We Have a Shipment on the 
Way That Should Be Here 
Right Quick.” 

The illustrious and far-famed 
Kansan, Walt Mason, in his droll- 
ing manner of writing, can certainly 
take a good wallop at the store- 
keeper. 

Writing in the Chicago Daily 
News, September 7, 1923, here’s 
what he says about the storekeeper 
who is always just out; if the shoe 
fits, put it on: 

“The dealer who is always out of 
things the patron needs is not the 
hustling sort of scout who in his 
trade succeeds. I used to go to 
Bildad’s store to buy my kickless 
kraut, and he would tell me ever- 
more, ‘Ah, chee, we are just out! 
We have a shipment on the way that 
should be here right quick; mean- 
while, we have some splendid hay, 
and stovewood by the rick.’ ‘I am 
not eating stovewood now,’ I said, 
in high disdain; ‘and hay, while 
soothing to my cow, gives me a con- 
vex pain. I’ve patronized your store 
for years, until I have the blues; for 
when I ask for roasting ears you try 
to sell me shoes. I ask for codfish 
in a jar and you are out of that; you 
offer me a can of tar, a mousetrap 
or a hat. You’ve always shipments 
on the way, of which you proudly 
speak, but I would have my kraut 
today, and not some time next 
week.’ So now I trade with Snide 
& Snell, who make their business 
pay ; they keep the goods and do not 
tell of shipments on the way.” 





No Place for a Knocker 
in Our Scheme of Life. 


Nature has proven so consistently 
that it abhors a vacuum that one 
might wonder why an exception has 
been made in the case of the 
knocker, or chronic pessimist, who 
seems to have a most pronounced 
vacuum in his mental tank. This 
also includes the scandalmonger, 
whether of the business or social 
variety, but it has particular refer- 
ence at this time to business affairs 
and in connection with general af- 
fairs. 
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Effectually Advertising A 
Furnace Repair Service. 


Progressive installers in the fur- 
nace industry are ever on the alert 
to wedge themselves into new ter- 
ritory, to expand their business, to 
increase the size of the circle into 
which they distribute the line of fur- 
naces they carry. 

There is no way so effective for 
this purpose as advertising in the 
local newspapers. The advertise- 
ment thoughtfully designed and ac- 
curately aimed at the target cannot 
fail to win. The gunner finds 
it necessary to spend a shot or two 
to get his range, but having found 
that, he makes hits successively and 
without intermission. 

The well constructed advertise- 
ment is not hard of accomplishment. 
There is nothing mysterious about 
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job. 


Bring Your Heating 
Problems To Us! 


We have made a specialty of warm air heating and will gladly 
investigate the troubles and furnish you with the information, by 
which your old furnace can be made right. 





its make up. It comprises a con- 
cise, newsy headline, an associated 
illustration, a few descriptive sen- 
tences and the signature of the ad- 
vertiser. The descriptive sentences 
are couched in language compelling 
action favorable to the advertiser. 

The accompanying reprinted ad- 
vertisement of Stortz & Coughlin 
was taken from the Baraboo, Wis- 
consin, Republican. It is a very 
good consummation of the four es- 
sentials of a good advertisement. 
The headline is designed especially 
to attract people who are interested 
in furnaces and their problems. The 
illustration is also good. It is the 
embodiment of an attempt to make 
use of the combined trade-mark and 
educational practice. 





Good humor is a splendid lubri- 
cant for the sales machinery. 








In case you are about to have a new furnace installed, it will 
be well to give us a call and be assured of a first-class, satisfactory 


We are sole agents for the 
well known line of GAR- 
LAND furnaces and com- 
bination ranges. With eith- 
er of these installations you 
will be furnished with writ- 
ten guarantee covering not 
only the construction, but 
the operating efficiency as 
well. 


Phone 56 





Advertising the Furnace Repair Department. 
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Central Sheet Metal 
Makes Excellent Choice of 
Words in Its Advertisement. 


From the Battle Creek, Michigan, 
Journal we have reprinted an ad- 
vertisement of the Central Sheet 
Metal & Roofing Company. Al- 










No Gas 
No Dirt 


No Repair Bills 
Burns 
Soft and Hard 
Coal 
Coke or Wood 
Economical 


Guaranteed 
Satisfaction 


Let Us Tell You About It Before Buying a Furnace 


Central Sheet Metal & Roofing Co. 


66 South Jefferson Ave. 
Bell 599. 






















Working on an Efficiency Basis. 


though not utilizing a large amount 
of space, the advertisement gets its 
message across. Just a few words 
and an illustration. The main dif- 
ference between a piece of copy of 
this sort and one in which a large 
amount of reading matter is inserted 
is that this advertisement is read 
and digested in a few seconds, while 
the catalogue style of advertisement 
is probably not read at all. 

The entire advertisement, includ- 
ing name, address and telephone 
number, comprises just forty words 
and still the story is all there, even 
an appeal for inquiries. So great 
are the possibilities of making an 
advertisement tell just what you 
wish it to in a few words that it is 
surprising that more time and 
thought are not given to this phase 
of the work. 





Let Us Have More of Really 
Attractive Advertising. 


Good advertising depends on art, 
typography, convincing catch lines 
and a pleasing» effect—an oasis in 
the commonality of surrounding ad- 
vertising. We have too much of the 
common kind. Let’s have more of 
the attractive kind. 





The more you leave advertising to 
chance, the less chance there is for 
advertising success. 
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Tapering Elbows Which Are to Correspond with Meas- 
urements of Special Nature Can Be Laid 
Out by Sweep Method. 


This Plan Permits Designer to See Definitely Just What 
He Is Going to Have When Pattern 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorD by O. W. Kothe, Principal, St. Louis Tech- 


ESPONDING to the inquiry of 

B. J. Malerich, of International 
Falls, Minnesota, for a Tapering 
Elbow, will say the accompanying 
drawing will satisfy the solution. 

There are several methods of ap- 
proaching such a development, but 
the writer believes the method out- 
lined serves the purpose better, in 
that it enables a person to see defi- 
nitely what he is going to have. It 
also allows fitting such an elbow in 
definite measurements; and should 
the distance X be longer or shorter 
than Y, proper disposition can be 
made, so that the elbow will fit in 
the given measurements. 

Procedure in Laying Out Pattern. 

The secret of this method is to 
consider the elbow in the first place 
as a common straight elbow, where 
the joints can be made reversible in- 
to a straight cylinder. Inside of 
this, we build our taper elbow, 
working from center measurements 
as lines X and Y. This will estab- 
lish the vertex W, from which the 
arc a-f is described, and the arc di- 
vided to make a 5-piece elbow. 
Thus: 5x2—10 minus 2—8 
spaces for the quadrant. 

This is the same as for any or- 
dinary elbow, and we then draw 
miter lines from W through points 
b-c-d-e. We then work from the 
large end of elbow 1-7 and square 
up lines as 1-A and 7-B. If we wish 
to see how the elbow will look and 
the position it takes, we can com- 
plete the straight elevation of elbow, 
as the dotted lines show. Then to 
fill in the taper, we take the half 
diameter a-a’ and set it as f-a on the 
base of the large end, and divide 
the remaining space into five equal 
parts or as many as we have parts 


nical Institute, St. Louis, Missouri. 


in the elbow. This is the equaliza- 
tion scale, and with dividers we pick 
the distances as f-b, f-c, f-d, f-e, 
and set them as b-b’-b”, c-c’-c”, 
d-d’-d”, e-e’-e”, which allows draw- 
ing the taper lines and will centrally 
locate the taper in the elbow of the 
dotted position. 

We have here an elbow to fit ina 
given position to correspond with 
measurements that may be of a spe- 
cial nature. From this elevation, 
we then construct our elevation of 
taper ; that is, we straighten out our 
elbow into a straight pipe, and draw 
the taper on the inside. So we pick 
the heel and throat lines from the 
straight elbow of the dotted posi- 
tion, as B-C and A-D, and set them 
as A-C’ and B-D’; also continue the 
process and duplicate the pieces as 
C’-E’, D’-F’, F’-G’, E’-H’, G’-J’, 
H’-I’. This allows drawing the 
miter lines in the straightened out 
elevation, such as a reversible elbow 
would have in a similar position. 
On the inside we draw the taper, 
measuring off the diameter, as 
a-a’-a”, and then draw the side 
lines, extending them to the apex P. 
Pattern Swept Out as Shown in IIlus- 

tration on Opposite Page. 

Next, describe the half section 
for the large base, and divide in any 
number of equal spaces, as from 1 
to 7, and square the lines up to the 
base 1-7, and from here taper them 
to the apex P, so as to cut the miter 
lines as shown. A nail can be driven 
in the apex P and this facilitates 
drawing the radial lines, by laying 
the straightedge up against the nail. 

Now, since only the outside lines 
of the taper are true lengths, and all 
the inside lines are foreshortened, 
we, therefore, project lines from 


Is Complete. 


each point in the miter lines to the 
outside slant lines, as a’-7, which 
places all of these points in the miter 
lines in a true length position, and 
enables sweeping out the pattern. 
The pattern is then swept out as we 
show it; and no comment is needed 
on this procedure, since it is the 
same as describing a taper joint of 
pipe, or a flaring pan or funnel. 
Care must be taken when placing 
the seams on the sides, as we show 
them, that the heel and throats have 
a proper relation in the flat, other- 
Wise it is easy to overlay them in a 
reverse manner, and because of the 
slight curvature, the error is some- 
times not noticeable. 

More Shallow Tapers Are Developed 

By Triangulation. 

It is the best practice to first lay 
these patterns on a separate piece 
of paper, and then cut them out on 
the miter lines; then lay them on 
the metal, marking them off care- 
fully. Be sure to allow edges, a sin- 
gle edge for one edge and a double 
edge for the other end to allow tor 
locking. If they are to be riveted, 
a single edge is allowed on both 
ends, and the rivet holes are spaced 
equally along the miter lines we 
have developed. 

Tapers of this proportion can be 
readily laid out by the sweep 
method; but where more shallow 
tapers are met with, there the body 
of pattern for taper can be devel- 
oped by triangulation, and the miter 
line points picked from elevation 
and set off on similar lines in pat- 
tern. 

(See Sketch on Opposite Page) 





We all have monéy coming, but 
it seldom arrives on schedule time. 
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Ohio Sheet Metal Auxiliary 
Will Publish Roster November /. 


According to a letter from R. L. 
Shugg, Secretary of the Jobbers’ 
and Salesmen’s Auxiliary to the 
Ohio Sheet Metal Contractors’ As- 
sociation, a roster of the members 
of the Auxiliary will be published 
about November first. 

Part of Secretary Shugg’s letter 
follows : 
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Working Drawing Shows Pattern for Special Tapering Elbow in Response to Inquiry from B. J. Malerich, International 
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To AMERICAN ARTISAN: 

The Jobbers’ and Salesmen’s 
Auxiliary to the Sheet Metal Con- 
tractors’ Association of Ohio, is an 
organization of salesmen who call 
upon the sheet metal, furnace and 
roofing trade in this state. The 
dues are $5 per year, practically all 
of which is used in assisting the con- 
tractors during their annual conven- 
tion. The officers of this organiza- 
tion have absolutely no salary or ex- 







—* 
B_ 


—  —" 
So" 







oTEw, 


H ALF SECTION 


LAps ALLowep ExTRA 
ON EACH PIECE. SEPARATELY 






pense allowance and have the full co- 
operation of the Sheet Metal Con- 
tractor’s Association. 

On or about November first we 
plan to place in every sheet metal 
shop in Ohio, a classified roster of 
the Auxiliary membership, showing 
the names of the salesmen and the 
firms they represent, listed accord- 
ing to the products they sell. The 
Contractors’ Association, in appre- 
ciation of the work done by the 
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Auxiliary, have agreed to place these 
rosters in the hands of every sheet 
metal contractor in this state, with 
the understanding that it will be 
prominently displayed. 

The Salesman’s Auxiliary mem- 
bership at present includes represen- 
tatives of most of the leading firms 
who sell material to the sheet metal, 
furnace and roofing trade in Ohio. 
We are therefore writing to all job- 
bers and manufacturers for an ex- 
pression as to how many members 
they will enroll in this organization. 

R. L. Suuce. 
Cincinnati, Ohio, October 4, 1923. 





Callender Says That Soldering 
Coppers Will Last Indefinitely 
If Cared for in Proper Manner. 


W. V. Callender, who makes sol- 
dering equipment, retinning outfits, 
soldering fluids, etc., says that there 
is no good reason for filing a solder- 
ing copper, and that this practice is 
wasteful. 

He has perfected a chemical and 
a process for tinning coppers which, 
he states, is instantaneous in its ac- 
tion; by the action of the chemical 
the heavy crest and disk is quickly 
recovered and the copper tinned at 
the same time. 

Some twelve years ago, Mr. Cal- 
lender. invented a soldering fluid 
which is absolutely dry and con- 
tains no water or other moisture, 
strange as this may sound. He 
states that laboratory tests show this 
fluid to be far more economical than 
any other on the market. 

Sheet metal men who may wish 
further information are requested 
to write to W. V. Callender, 12 
South Jefferson Street, Chicago. 





Price Revisions Downward Have 
Occurred in Some Milwaukee 
Corrugating Company Products. 


There has been a revision down- 
ward in the prices on some of the 
products of the Milwaukee Cor- 
rugating Company, Milwaukee, 
Wisconsin. These price revisions 
will be found on the pages headed 
“Current Hardware and Metal 


Prices” in AMERICAN ARTISAN. AND 
HARDWARE RECORD. 
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Dickson of Pittsburgh Would Have Built 
Foster's Advertisement in a Different Way, 


Maintains That Material Which May Be All Right 
in One Place and Absolutely Wrong in Other Places. 


N PAGE 24 of our October 

6th issue, an advertisement of 

the William Foster Products Com- 

pany was reproduced and comments 
made on same. 

Herewith follows a letter from 
S. M. Dickson, 915 Behan Street, 
N. S. Pittsburgh, in which the 
writer calls attention to and criti- 
cizes some of the statements made 
by the Foster company: 

To AMERICAN ARTISAN: 

In your October 6th issue, I no- 
ticed the advertisement of William 
Foster Products Company, and con- 
sider it badly arranged. I think 
most readers will agree with me 
when I say I have yet to see any 
large successful firm advertising 
“Fans and Dust Collecting Systems” 
in conjunction with copper “wash 
boiler bottoms and tin repairs.” 
This may be all right for small 
towns, but I think any architect 
would smile if presented with one 
of these telephone book covers, 
after he had read it. 

I have never been in Springfield, 
Illinois, and am not acquainted with 
any of the manufacturers in that 
vicinity ; however, I believe it poor 
policy to knock any or all competi- 
tors, as in the following sentence 
which appeared in the ad: “If your 
metal work has not been lasting. as 
long as you think it should, this is 
due to poor material and workmah- 
ship.” 

A majority of sheet metal work 
purchasers are very poor judges, as 
to how long product or work should 
last. If specifications called for 
No. 28-guage galvanized steel hang- 
ing gutters erected in Pittsburgh, it 
would not last longer than three 
years at the most, whether it be 
erected by William Foster Metal 
Products Company or any one else, 
and I am sure the owner would be 
disappointed and look for some one 


else with. better No. 28-gauge gal- 


vanized steel and better workman- 





ship, if he would take this kind of 
advertising too literally. 

I am acquainted with some hunt- 
ers who use guns that would be 
worth little more than scrap iron, 
yet get good results; others use 
latest improved models and get poor 
results, how come? Poor work- 
manship and material, but not in the 
guns. 

Using this ad for debate only, and 
not meaning any offense whatever, 
I should appreciate hearing the 
opinion of somebody else on this 
question. 

Yours truly, 
S. M. Dickson. 





Epitor’s Note: We are always 
glad to have our readers and sub- 
scribers comment on any article ap- 
pearing in AMERICAN ARTISAN. 
Constructive criticism is always 
helpful. 





Manual Arts Press, Peoria, 
Illinois, Issues Series of Lesson 
Sheets on “Elementary Electricity” 


Practical work in electricity has 
been rapidly gaining popularity 
among the boys of the junior high 
school and the continuation school. ' 


The Manual Arts Press, Peoria, 
Illinois, has issued the second series 
of lesson sheets intended to assist 
the teacher who is desirous of giving 
really worth while instruction in 
this subject. The information on 
each sheet is of such a nature that 
the student can work out his own 
problem with the least possible 
amount of attention from the 
teacher. 

The name of this series is “Ele- 
mentary Electricity,” containing a 
series of twenty-four lesson sheets 
and written by George A. Wil- 
loughby, Saginaw, Michigan. The 
sheets are edited by K. G. Smith, 
State Supervisor of Industrial Edu- 
cation in Michigan. 
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The price of this set is 45 cents 
and can be secured through AMERI- 
cAN ARTISAN AND HARDWARE REc- 
orp, 620 South Michigan Avenue, 


Chicago. 





Secretary Mooney Urges Ohio Sheet 
Metal Contractors to Vote for 
Compensation Amendment. 


In the following letter, sent to 
the Secretaries of the Locals of the 
Ohio Sheet Metal Countractors’ As- 
sociation, State Secretary George F. 
Mooney urges them to work for the 
approval of the amendment to the 
state constitution which provides a 
more equitable method for paying 
compensation for accidents to em- 
ployes. This amendment is to be 
voted upon at the coming election 


in November: 
Dear Mr. SECRETARY: 


By the courtesy of the Ohio Manu- 
facturers’ Association, we are enabled 
to send you a printed copy of a bul- 
letin written by their secretary, Mr. Jen- 
nings, for their membership. 

This bulletin is a complete and thor- 
ough elucidation of the proposed amend- 
ment to the constitution of Ohio, to elim- 
inate the so-called open liability in con- 
nection with “Workmen’s Compensa- 
tion.” 

We would suggest that you familiar- 
ize yourself with the subject and call 
your members together frequently for the 
study of the subject and to make the 
necessary preparation for the sheet metal 
contractor discharging his duty to him- 
self and to industry at large by contrib- 
uting his share of the effort necessary 
for the adoption of this amendment. 

This will be a fine opportunity, made 
by necessity, to inculcate the practice and 
habit of codperation or collective self- 
defense. 

There will be two other proposed 
amendments on the ballot. Article 5, 
Section 1, merely removes the words 
“male-white” from our fundamental law 
and makes it conform to the fifteenth 
and nineteenth amendments to the Fed- 
eral Constitution. Article 2, Section 1-G 
authorizes the Secretary of State to ad- 
vertise proposed amendments in county 
newspapers and would probably result 
in a saving of money and accomplish 
equal results. 


Advises Against Old Age Pension Bill. 


_ The “Old Age Pension” bill as an 
initiated bill will be on the ballot this 
fall and if approved by a majority of 
the voters, voting on the subject, will 
become a law. It provides a pension of 
$350.00 per year for men and women 
over sixty-five years of age and having 
an income of less than $350.00 per year 
and owning property valued at less 
than $2,500.00. It creates another army 


of officials throughout the counties and 
state and will probably cost thirty mil- 
lion dollars the first year; it will in- 
crease each year for many years. The 
cost is to be paid out of general revenues 
and new taxes will be levied in a sum 
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greater than the entire amount levied 
at present. 

Its demoralizing influence will be very 
extensive. It probably will place a pre- 
mium on shiftlessness and waste and 
strike a deadly blow at thrift and econ- 
omy. It was drafted by “The Society 
for Labor Legislation” and sponsored 
in Ohio by the Ohio Federation of Labor 
and the Order of Eagles. It is being 
opposed by all of the Farm organiza- 
tions and Employers’ Associations. 

Two referred measures, also, will be 
on the ballot. The Taft bill is to give 
relief to cities. The old Smith one per 
cent law has been amended so often that 
there is nothing left of it but the lim- 
itations which have been so embarrassing 
to cities. This bill authorizes an in- 
creased levy and gives cities representa- 
tion on budget commissions, that have 
heretofore gobbled an unfair division of 
taxes for school boards, counties and 
townships. This is not a perfect solu- 
tion of our muddled tax problems, but 
was the best that could be had at the 
time and if it fails at the polls we will, 
indeed, be muddled up; the referendum 
will delay its operation until January, 
1924. 

The Allbaugh bill does away with our 
present elected tax assessors and substi- 
tutes the old county taxing boards. 

The above brief suggestions are con- 
scientiously offered, not necessarily as ad- 
vice, but to call your attention to the im- 
portant legislation affecting the sheet 
metal contractors. 

We are enclosing a sheet in blank 
which we request you to fill out and re- 
turn promptly so the information col- 
lected can be disseminated before it is 
obsolete. If it has no other value it will 
help us learn to codperate, without which 
an association is ineffective. 

Very sincerely yours, 
GeorcE F. Mooney, 
Secretary. 
Columbus, Ohio, October 4, 1923. 





Copies of the bulletins referred 
to—Numbers 24 and 26 Series G— 
may be obtained by any sheet metal 
contractor by writing to Secretary 
George F. Mooney, 213 First Na- 
tional Bank Building, Columbus, 
Ohio. 

The report blank to which refer- 
ence is made requests the following 
information : 

Sheet Metal Contractors’ Asso- 
ciation of Ohio. 

Report of local conditions for 
Me oot hccede veewe , 1923. 

Condition of business, good, fair, 
poor. 

Prevailing wage rates: 

Mechanics : 
Helpers: 

Average number of men em- 
ployed: 

Is supply of help, short, excess 
or normal: 

Open or closed shop: . 

Prevailing hours per day: 
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Is there any labor trouble? If so 
give particulars on back of this 
sheet. 


Return report as soon as prac- 
ticable. 





Here's a Mistress Sheet Metal 
Contractor. Do You Know 
of Any Others? 


So far as we know, there are no 
sheet metal contractors of the fe- 
male species who are members of 
the National Association, and so 
far as we know, there is only one in 
Cincinnati, Ohio, but she _ has 
worked at the trade for over forty 
years and has for some years ably 





Mrs. Catherine Fellers, Who Has 
Been an Active Sheet Metal 
Worker and Contractor 
Over Forty Years. 


conducted the business established 
by her late husband. 

Her name is Mrs. 
Fellers. 

Today she is 65 and the accom- 
panying photograph shows her in 
working togs ready for the day’s 
task. 

Mrs. Fellers first started in the 
sheet metal business as a helper to 
her husband. After his death she 
kept on with the work and is still on 
the job. 

Her biggest single work was on 
the St. Peter’s Cathedral in Cincin- 
nati. 


Catherine 
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Mrs. Fellers hasn’t any college 
degrees, but she is a past master of 
her profession. She is doing a 
man’s work and her reward has 
come through the appreciation of 
her ability by the people of Cincin- 
nati. 

The picture is reproducced 
through the courtesy of The Pure 
Tron Era. 





Harrington & King Perforating 
Company Issues Folder Showing 
New Location of Their Factory. 

The Harrington & King Perforat- 
ing Company which has recently 
completed the construction of a new 
modern equipped factory at 5655 
Fillmore Street, Chicago, has issued 
a folder in which the new location 
is indicated by a map of Southwest 
portion of Chicago and showing how 
to get there by elevated and surface 
lines as well as by automobile. Ad- 
ditional equipment has been installed 
to care for the increasing business 
of the Company. 





New Ventilator and Sky- 
light Made by Messenger 
& Parks, Aurora, Illinois. 

The city, state and even the na- 
tional governments have, with the 
last decade and a half, interested 
themselves very much with the con- 
ditions under which people work. 

Light and ventilation has certain- 
ly become an important subject in 
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The company says that the new 
ventilator and skylight is especially 
designed to quickly clear any shop 
or workroom from fumes and un- 
desirable gases. It is made in many 
different styles and is readily adapt- 
able to any building. It is raised 
and lowered by hand. 


Complete information can be se- 
cured by writing for catalogs and 
prices. 





Watch Your Old Sweeping 
Compound and Avoid 


Preventable Fires. 


Watch the sweeping compound 
after it has been used on your prem- 
ises. Too frequently the porter or 
others get the habit of sweeping 
this compound and the floor sweep- 
ings, which often includes matches, 
cigarette and cigar stubs, waste pa- 
per and other inflammable material, 
into a corner or basement unnoticed 
by you, and may cause a fire at any 
time. Sometimes spontaneous com- 
bustion does the work in this kind 
of accumulation; we have in mind 
at this time two fires originating 
from that very cause, one entailing 
a loss of $65,000. “A stitch in 
time” is old advice, but none the 
less valuable in cases like this. Save 
your “nine” by insisting that this 
practice, if indulged in at all on your 
premises, be discontinued at once. 
“Just swept there for the time be- 
ing because he did not have time to 





New Ventilator and Skylight of Messenger & Parks, Aurora. 


almost every instance where “capi- 
tal” and “labor” have come into 
conflict. 

The Messenger & Parks Manu- 
facturing Company, Aurora, Illinois, 
has put out a new skylight and ven- 
tilator combined. The new product 
is called the Venta-Light, and a 
good idea of its description can* be 
gained by referring to the accom- 
panying illustration. 


pick it up” is an excuse for its ex- 
istence often given. Better take 
time while it is possible, keeping in 
mind the fact that fire and destruc- 
tion wait no man’s time. They take 
their own, and that is often at the 
least opportunity temporarily given. 
At no time, under no circumstances, 
should a fire hazard be tolerated if 
you would be on the side of safetv 
and conservation. 
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Sumner Defines 
Cooperative Advertising. 


The following definition of ¢o- 
Operative advertising by G. Lynn 


‘Sumner, Advertising Counsel for 


the International Correspondence 
Schools, will give you something 
over which to ponder: 

“Codperative advertising, in a nut 
shell, means simply this—no matter 
what you are selling, your greatest 
sales resistance is due not to com- 
petition in your own field, but to 
lack of appreciation on the part of 
the public of the goods that both you 
and your competitor have to sell. 
Join hands with your competitor in 
educating your public and by force 
of your combined effort you create 
increased demand, broaden your 
market, make selling easier, and 
make not merely two, but three or 
four buyers grow where the one 
you fought over grew before.” 





A Man Who Is ‘‘Broke’ Is Also 
a Poor Subject for Credit. 


Some of the farmer’s self- 
appointed friends are not helping 
his case by advertising him as a 
bankrupt. Their attitude lacks con- 
sistency. They claim that the farm- 
ers need more credit and cheaper 
credit, and at the same time pro- 
claim that the future recipients of 
this credit have already “gone 
broke.” A business man who fol- 
lowed such tactics when he ap- 
proached his banker for a loan 
would surely walk out of the bank 
as empty-handed as when he en- 
tered. 











Notes and Queries 











Wire Straightener. 
From E. W. Hackney, Bridgeport, 
Nebraska. ? 
Can you tell me who makes a wire 


straightener for No. 9 galvanized 
wire. 

Ans.—Worthington Pump and 
Machinery Corporation, 37 West 
Van Buren Street, Chicago, Illinois. 

Roofing Slate. 


From Stortz and Coughlin, Baraboo, ' 
Wisconsin. 


Please advise us who makes roof- 


ing slate. 
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Ans.—Rising and Nelson Slate 

Company, 2554 West Harrison 

Street and Beckman-Dawson Roof- 

ing Company, 111 West Jackson 

Boulevard, both of Chicago, Illinois. 
Address of Allen Manufacturing 

Company. 

From Stove Dealers’ Supply Com- 

pany, 310 Chestnut Street, Milwau- 


kee, Wisconsin. 
Can you furnish us with the ad- 


dress of the Allen Manufacturing 
Company ? 
Ans.—Nashville, Tennessee. 
Repairs for “Bay State” Furnace. 


From William Fiebrantz, 619 E. N. 
Grand Avenue, Springfield, Illinois. 


I should like to know where to 
get grate bars for the Bay State 
furnace. 

Ans.—Northwestern Stove Re- 
pair Company, 20 West Lake Street, 
Chicago, Illinois. 

Repairs for “Richmond Superior 

No. 300.” 


From Clark Hardware Company, Win- 
dom, Minnesota. 


Is the Richmond Stove Company, 
Norwich, Connecticut, still in busi- 
ness? Where can I get repairs for 
their “Richmond Superior No. 300” 
furnace ? 

Ans.—Their patterns were taken 
over by the Barstow Stove Com- 
pany, Providence, Rhode Island, 
from whom you can secure repairs. 

Address of Victor Stove Company. 


From Stove Dealers Supply Company, 
310 Chestnut Street, Milwaukee, Wis- 
consin. 


Kindly tell us where the Victor 
Stove Company is located. 
Ans.—Salem, ‘Ohio. 
“Okite” Cleaning Solution. 


From R. M. Jacobs, 2521 West Jackson 
Boulevard, Chicago, Illinois. 


Where, in Chicago, can I buy 
“Okite” cleaning solution ? 

Ans.—From the manufacturers, 
Oakley Chemical Company, 333 
South Dearborn Street. 

Oil Burners for Furnaces. 
From F. S. Quinn, Logan, Illinois. 

Can you tell me who makes oil 
burners for use in warm air fur- 
naces. 

Ans.—Aetna Automatic Oil 
Burner, Incorporated, Providence, 
Rhode Island ; American Oil Burner 
and Boiler Manufacturing Company, 
3830 North Kilbourn Avenue, Chi- 
cago, Illinois; Gill Manufacturing 
Company, 8300 South Chicago Ave- 





nue, Chicago, Illinois; Home Ap- 
pliance Corporation, 2818 Locust 
Street, St. Louis, Missouri; Oliver 
Oil-Gas_ Burner Company, St. 
Louis, Missouri; Tiffany Oil Burner 
Company, 200 Broadway, Paterson, 
New Jersey; Wade-Hill Company, 
2030 Pine Street, St. Louis, Mis- 
souri; Automatic Burner Corpora- 
tion, 312 North May Street, Chica- 
go, Illinois, and Edwin B. Tibb Oil 
Burner Company, 464 Parkside 
Avenue, Chicago, Illinois. 

Address of U. S. Heater Company. 


From Stove Dealers Supply Company, 
310 Chestnut Street, Milwaukee, Wis- 
consin. 


Can you furnish us with the ad- 
dress of the U. S. Heater Company, 
or their successors. 

Ans.—U. S. Radiator Corpora- 
tion, 500 North Dearborn Street, 
Chicago, Illinois. 

“Tyree” Automobile Radiator Cores. 


From R. M. Jacobs, 2521 West Jackson 
Boulevard, Chicago, Illinois. 


Who handles the Chicago agency 
for the “Tyree” automobile radiator 
cores? 

Ans.—Tyree Auto Radiator Com- 
pany, 1500 West 15th Street, Chi- 
cago, Illinois. 

“Dangler” Oil Stoves. 


From C. R. Oberholtzer, 509 West Mau- 
mee Street, Angola, Indiana. 


Will you please advise me who 
makes the “Dangler’’ oil stoves. 
Ans.—The Dangler Stove Com- 
pany, Division American Stove 
Company, Cleveland, Ohio. 
Scrap Brass and Copper. 


From W. M. Schobinger, Shullsburg, 
Wisconsin. 


Kindly inform me who buys scrap 
brass and copper. 

Ans.—S. Birkenstein and Sons, 
Incorporated, 1050 West North 
Avenue; Abbott Iron and Metal 
Company, 1338 West 21st Street ; 
Alton Iron and Metal Company, 
2122 South Loomis Street; Argo 
Iron and Metal Company, 1640 
Elston Avenue, and Down Town 
Iron and Metal Company, 1251 
South State Street; all of Chicago, 
Illinois. 

“World’s Best” Furnace. 


From Rademacher and Kirkeby, Shako- 
pee, Minnesota. 


Can you tell me who makes the 
“World’s Best” furnace? I desire 
to secure repairs for it. 
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Ans.—This is the old trade-mark 
of the Michigan Stove Company, 
Adair and Jefferson Streets, Detroit, 
Michigan, and, no doubt, they can 
furnish repairs for it. 

“Clark Jewel” Gas Range. 


From William I. Le Duc, 2243 Sheridan, 
Detroit, Michigan. 


Will you kindly advise me who 
manufactures the “Clark Jewel” 
gas range. 

Ans.—George M. Clark and Com- 
pany, Division American Stove 
Company, 179 North Michigan 
Avenue, Chicago, Illinois. 

“Star” Ventilators. 


From Cicero-Chicago Corrugating Com- 
pany, 1542 South 5lst Court, Cicero, 
I}linois. 


Where can we get the “star” 
ventilators ? 

Ans.—From the manufacturers, 
Merchant and Evans Company, 347 
North Sheldon Street, Chicago, IIli- 
nois. 


“McKinnon Dash” Automobile Radia- 
tor Cores. 


From R. M. Jacobs, 2521 West Jackson 
Boulevard, Chicago, Illinois. 


Can you tell me who handles the 
Chicago agency for “McKinnon 
Dash” radiator cores? 

Ans.—Dettman and _ Robinson, 
2409 Wabash Avenue, Chicago. 


Repairs for John Davis Company 
Boiler. 


From John D. Morrell, Topeka, Indiana. 

Where can I get repairs for a 
house heating hot water boiler bear- 
ing the name “John Davis Company, 
Chicago.” 

Ans.—Northwestern Stove Re- 
pair Company, 20 West Lake Street, 
Chicago, Illinois. 

Furnace with Ash Sifter in Ashpit. 
From a Subscriber. 


Who makes a furnace that has an 
ash sifter in ashpit? 

Ans.—Buck’s Stove and Range 
Company, 3500 North 2nd Street, 
St. Louis, Missouri. 

Elbows for Blow Pipe, Work. 


From George A. Rhenisch, 221 East 
Court Street, Sidney, Ohio. 


I should like to know who makes 
elbows with large radius for use in 
dust pipe work. 

Ans.—Berger Brothers Company, 
237. Arch Street, Philadelphia, 
Pennsylvania ; Merchant and Evans 
Company, Philadelphia, Pennsyl- 
vania, and F. Meyer and Brother 
Company, Peoria, Illinois. 
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Moving Objects Attract Attention. to Great Falls, Mon: 
tana, Sporting Goods Display. 


Small Figures on Motor-Driven Endless 
Belt Make Coasters’ Scene Realistic. 


HE approaching winter has its 
good as. well as disagreeable 
features. The youth looks rather 
to the sports than to the stinging 


action to attract attention. 

In this display the sides and back 
are of white beaver board, the scene 
in the center background being the 


the windows. The large moon ris- 
ing over the hill is also made of or- 
ange-red paper, both the cabin win- 
dows and the moon being illumi- 


Sporting Goods Window Display Arranged by M. G. Cottier for the Murphy-Maclay Hardware Company, Great Falls, 
Montana. Moving Objects Attract Attention. 


and frost-bitten nose and ears; to 
the delightful days spent coasting, 
skating or building snowmen. 

The accompanying window dis- 
play, arranged by M. G. Cottier for 
the Murphy-Maclay Hardware 


Company, Great Falls, Montana, is. 


an excellent example introducing 


chief appeal to the interest of the 
passer-by. 

This scene is built back some two 
feet from the main window back, 
the hill and slide being made up of 
plaster paris, sprinkled with arti- 
ficial snow. The cabin is built of 
tiny logs, with light red paper over 


nated from the back by electric 
light. 

The small evergreens in the scene 
are branches of pine set in the 
plaster paris while still soft, and the 
light snowfall is sprayed on the dark 
blue background. 

While this scene itself is very 
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catching, the outstanding items of 
interest are the sliding figures. 
These are tiny figures fastened to 
sleds, which were glued to an end- 
less belt which runs around 6-inch 
pulleys concealed beneath the hill. 
When this is driven by a small mo- 
tor, the figures appear to come from 
behind the hill at the left and dis- 
appear behind that on the right. 
The attention that this window 
was given made it possible to bring 
the line of winter sporting goods be- 
fore a large number of people. 





It’s the Unusual, the Un- 
common Things That 
Attract Attention. 

In window display advertising as 
in other forms, it is the unusual, the 
uncommon things that attract the 
eye. 

While riding home in one of Chi- 
cago’s North Side *busses the other 
night, my eye was attracted to a 
small card in one of the panels of 
the coach. This card carried the 
name and address of a dealer in 
Oriental rugs. In the lower left- 
hand corner of the card there ap- 
peared a small sample of the rug ad- 
vertised. 

Now, this bit of rug was some- 
thing out of the ordinary and it at- 
tracted the attention of every pas- 
senger in the coach. People sitting 
within ear shot of me could be heard 
discussing their preferences in rugs. 
One person said: “See how thick 
the nap is and how well it stands 
up.” This proves how the unusual 
thing can start a train of thought 
in the mind of the observer. After 
that it is up to.the window trimmer 
to make that train of thought favor- 
able to the advertiser’s products. 

AMERICAN ARTISAN AND Harp- 
WARE Recorp has already done a 
great deal in awakening interest in 
better window displays. We are 
offering $100 in cash prizes for the 
best window display sent in between 
now and January 12, 1924. 

The first prize is $50; second 
price $25; third prize, $15; fourth 
prize, $10. 

We want all of the embryo win- 
dow trimmers and others to get in 





on this compétition. Think up some 
original ideas for a display, then get 
the boss to approve it and put it on 
and enter it in our window display 
competition. This means you! 
Rules Governing Contest. 

The photograph, together with 
descriptions of how the window dis- 
plays were arranged and the mate- 
rials used may be sent by mail or 
express, charges prepaid, and must 
reach this office not later than Jan- 
uary 12, 1924. 

Each photograph and description 
must be signed by a fictitious name 
or device and the same name or de- 
vice must be placed within a sealed 
envelope containing the real name 
and address of the contestant. This 
sealed envelope is to be enclosed 
with the photograph. Contestants 
may enter as many window displays 
as they desire. 

AMERICAN ARTISAN AND HArD- 
WARE REcorp reserves the right to 
publish all photographs and descrip- 
tions submitted in this competition. 

A competition committee of three 
will be appointed, one of whom will 
be an expert window dresser and 
one an experienced hardware man. 
This committee will pass upon the 
merits of all photographs and de- 
scriptions received, without know- 
ing the names or addresses of the 
senders, and will decide the winners 
of the contest. 





Advertising Clubs of the World 
Endorse Neosho Club Plan. 


The so-called Neosho Club Plan 
which was first put into action by 
the business men of Neosho, Mis- 
souri, has been endorsed several 
times by the Associated Advertising 
Clubs of the World, but it has been 
found advisable by the directors of 
that body to state specifically that 
the Neosho Club Plan should be 
conducted by a special body, whose 
only activities should concern them- 
selves with that Plan and which 
should not in any sense take the 
place of the usual body of com- 
mercial interests. The statement 
follows: 

So that there may be no doubt 
as to the policy of the Associated 
Advertising Clubs concerning hav- 
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ing Neosho Clubs take the place of 
existing commercial organizations, 
we take this occasion to iterate the 
statement that it is a well founded 
policy to organize Neosho Plan 
Clubs in close unity with existing 
commercial bodies. In cases where 
cities do have such organizations al- 
ready, great care is taken to see that 
those who go into the Neosho Plan 
Club do not get the impression that 
it is desirable that it should take 
the place of the other commercial 
body. As a matter of fact, while 
some of the Neosho Clubs do serve 
all practical effects as Chambers of 
Commerce, in the sense that they are 
the one existing commercial organ- 
ization and the only medium for 
such expressions on the part of busi- 
ness men, they are not primarily 
designed for such service. 





Death Takes Secretary Potter 
of E. C. Atkins & Company. 


Merritt A. Potter, Secretary of 
E. C. Atkins & Company, Indian- 
apolis, died September 25th-in his 
sixty-eighth year at the Methodist 
Episcopal Hospital, Indianapolis, 
after a long sickness. He had been 
prominent in the business and civic 
life of Indianapolis more than forty 
years. 

Mr. Potter was born Aug. 1, 
1855, at Clarkston, Michigan, the 
son of the Reverend Aaron Potter, 
a Baptist minister, and Frances 
Augusta Potter. He attended the 
University of Illinois, and came to 
Indianapolis in 1874. Four years 
later he became connected with E. 
C. Atkins & Company, and in 1885, 
when that company, which had been 
a partnership, was incorporated, he 
was one of the incorporators as 
Treasurer of the company. He had 
been the only surviving incorpora- 
tor since the death of E. C. Atkins 
in 1901. He was Treasurer of the 
company until 1911, when he was 
elected Secretary, and held that po- 
sition at the time of his death. 

The following men were honorary 
pallbearers: A. A. Barnes, C. S. 
Dearborn, H. C. Atkins, N. A. Glad- 
ding, Fred C. Gardner, Albert G. 
Snider, Henry ‘A. Osborne Spéers, 
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Henry Eitel, Jesse C. Moore, James 
Berryhill, James W. Noel, Dr. Joel 
Whittaker, William E. Day, Arthur 
T. Moore, Sinclair Perry, Elias C. 
Atkins and E. H. Darrach. 





Pressure Insufficient to 
Create Consumer Demand for 


Paint, Says E. T. Trigg. 


Ernest T. Trigg, Chairman of the 
Save the Surface Campaign, re- 
cently made a statement concerning 
the business outlook in the paint 
trade. Mr. Trigg’s remarks are as 
follows: 

“Paint and varnish sales by man- 
ufacturers to distributors have been 
very satisfactory, on an average, 
up to June—roughly estimated in 
volume to be an increase of 30 per 
cent for the first five months of 
1923 over the same period in 1922. 
The reports indicate, however, that 
the sale of these stocks to the con- 
suming public has had a big drop 
in June and July. Some important 
producers who reported unusual 
sales during the first five months 
state that their June business not 
only failed to hold up, but was even 
less than June, 1922. 

“This would indicate that the 
paint industry—producers and their 
salesmen, the jobbers and the dis- 
trbiutors—had accepted the plans 
of the industry for doubling the 
business, and were prepared to take 
care of an increasing consumer de- 
mand. The failure on the part of 
the public to take the stocks indi- 
cates insufficient pressure to create 
this consumer demand. We have 
not backed up our desire for greater 
business with sufficient funds, 
through codperative advertising. 

“While the slump in building con- 
struction has been marked, the de- 
mand on the part of the public for 
paint and varnish stocks on the 
dealers’ shelves cannot be attributed 
to any large extent to this. 

“The activities of the Save the 
Surface Campaign this fall are di- 
rected toward lengthening the paint- 
ing season for two reasons: First, 
because it gives the individual pro- 
ducer, as well as the distributor, an 
opportunity and reason for exert- 





ing greater pressure on the con- 
sumer; secondly, the dull season 
sales drives to be conducted in many 
cities as a part of the campaign to 
lengthen the painting season, if 
properly pushed, will do much to- 
ward maintaining consumer demand 
during the coming dull winter 
months. 

“Last year $49,000 was expended 
by the local paint trade in codpera- 
tive sales effort. It is imperative 
that every manufacturer instruct 
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his salesmen and his advertising de- 
partment to encourage local distrib. 
utors, the retailers and the painters, 
to cooperate with these dull season 
sales drives. 

“Manufacturers and jobbers 
should support this effort to ‘get rid 
of the dull seasons, November, De- 
cember, January and February,’ on 
the part of the local paint trade— 
not with contributions, but through 
cooperation of salesmen and other 
ways.” 


The New Baby Is One of the Best Prospects by 
W hich Salesof Enameled W are CanBe Increased 


Alden D. Groff Tells How Department Stores 
Cater to This Particular Class of Trade. 


HE hand that rocks the cradle 
may be the hand that rules the 
world, but it is the baby in the 
cradle that tells the hand what to do. 
Women may do most of the buy- 
ing, but they never buy so much or 
so liberally as when it is for a child. 
Every baby makes a big change in 
the household habits of its family 
when it arrives—and changes in 
household habits mean hardware 
sales. And nothing is too good for 
the heir or the heiress of the family. 
The hardware and housefurnish- 
ings store has not begun to realize 
the possibilities in the infants’ and 
children’s trade. Of course some 
have done big business in toys; but 
very few have gone after the even 
bigger business in the housefurnish- 
ing needs of the new born baby and 
the young child. Other lines have 
been more foresighted than the 
housewares men and have cashed in. 
Tremendously profitabie businesses 
have been built up in specialty stores 
for babies’ and children’s clothing, 
and children’s departments are big 
attractions in many types of stores. 
Think of all the clothing, textiles 
and drug store supplies being sold 
every year for “layettes.” Why not 
the “housewares layette” ? 

Babies are not what they used to 
be. Mothers are not what they used 
to be. They refer to Dr. Holt’s 
book as if it were a kind of Bible— 
the womens’ magazines are full of 


articles for the mother and the 
mother-to-be. There are articles on 
dress, food, sleep, play, education, 
comfort—and they all mean things 
to be bought. And the hardware 
store is carrying a great many of 
these—but not pushing them in the 
right way—and should be carrying a 
great many more. You may say 
that you were brought up without 
your mother knowing , anything 
about vitamines and look at you now 
—but the present day mothers do 
know about vitamines, so they buy 
from you meat choppers and orange 
squeezers and enameled ware double 
boilers so as to make sure their 
babies get those vitamines. 

The baby’s food differs from that 
of the rest of the family, so differ- 
ent cooking utensils are needed. 
Many women buy new enameled 
ware cooking utensils when the baby 
is born, and many more could be 
educated to do so. “Baby’s clothes 
have to be washed separately, so 
there are calls for electric irons and 
clothes horses. Baby’s needs are 
many—bathroom appliances, electric 
appliances, playthings. Many homes 
never possess furnishings which 
they should have until the child 
comes into them. Look around your 
store today and see how many sales 
are directly or indirectly influenced 
by the addition of chlidren to the 
family. Make out a list and you 
will be surprised at the number and 
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variety of items. You'll be con- 
yinced that your best customers are 
those families which have young 
chlidren—particularly where there 
are new babies. 

Take the case of enameled ware 
utensils. Aside from the cooking 
yessels which many mothers like to 
buy especially for the baby’s food, 
although they may already have 
some in the kitchen, there are a 
number of items in enameled ware 


List B—Enameled Ware for 
Older Children—Cups and saucers, 
mugs, soup plate, pie plate, com- 
partment dinner plate, colander (for 
draining vegetables and mashing 
through), strainer, dipper (for tak- 
ing out special portions), skimmer, 
oblong vegetable dish, milk kettle, 
pudding mould, pudding pan, egg 
pan, tea kettle inset. 

For sanitary purposes there are 
the combinet, irrigator, etc. 
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lamp, flashlights, etc., are very pop- 
ular with parents of young children. 

List D-—Other Items Used in 
Connection‘with the Care of Older 
Children—Orange squeezer, cut- 
lery and silverware, meat juice ex- 
tractor, meat chopper, vegetable 
dicer, toaster, etc., as well as toys 
of all kinds. 

From these lists some very attrac- 
tive combinations can be selected 
and perhaps specially priced at a 
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Suggestion for Window Display of Enameled Ware for Infants. 


which are particularly useful. For 
instance : 

List A—Enameled Ware for In- 
fants—Double boiler (for milk or 
cereal), dishpan or sterilizer (for 
sterilizing nursing bottles), gradu- 
ated cup, funnel, covered cups and 
bowls (for holding boric acid solu- 
tion, etc.), feeding cup, tray, baby 
bath, water pitcher, soap dish, large 
pail or “odorless pail” (for soiled 
clothes) and small pail (for waste). 
The practice now is to encourage 
the use of the chamber at a very 
early age. 


List C—Other Items Used in 
Connection with the Care of Infants 
—Scales, wooden clothes horse or 
wall drying rack, wire bottle holder, 
bottle brush, clothes hangers, enam- 
eled table top, oil cloth, medicine 
chest. Many families put in new 
window screens to protect the baby 
when they would continue to get 
along otherwise. Many begin to 
use a lot of white paint around the 
house. Electrical appliances like a 
small electric iron, an electric radi- 
ant heater, an electric bottle warmer 
or immersion heater, small night 


round figure. For instance, from 
lists A and B a kind of “housewares 
layette” could be made up to sell at 
such prices as $2.50, $5, $10, $25, 
etc. Not only would thée be real 
multipliers of sales, but the sug- 
gestions of the lists would really 
be appreciated by the inexperienced 
mother. 

In connection with these combina- 
tion sales it is a good idea to offer a 
little gift to every woman who buys 
an outfit—say a silver feeding 
spoon—“with the compliments and 
best wishes” of the store. Little 
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attentions like these are much ap- 
preciated by proud mothers. 

There is no reason,, of course, 
why such special offers should be 
limited to any particular season— 
they might be standing offers. The 
advertising of them should also be 
continuous. Once a month, at the 
beginning, for instance, a _ small 
newspaper advertisement could be 
used offering these specially priced 
outfits and gifts to all babies born 
during the month. Also in all ads 
there might be inserted a line read- 
ing, “Remember our special gift 
offer to all babies born this month.” 

Circulars and special letters are, 
of course, particularly effective in 
getting this business. A good live 
mailing list can be made from the 
birth notices in the newspapers, 
which should be followed closely. 
A series of two or three letters, with 
dainty, attractive circulars, woald be 
effective. Of course, any woman 
who comes into a store where there 
are women clerks to buy things 
which are obviously to be used for 
an expected baby is a good prospect. 
The sales girl should mention the 
gift and the special outfit to her tact- 
fully. 

A good window display is of par- 
ticular value—babies are a subject 
of universal interest, and a display 
of housewares devoted to the baby 
will appeal to everyone and will 
bring your goods before customers 
in the most interesting way. Re- 
member that a window display or 
an ad at any given time will make a 
timely and direct appeal to three- 
quarters of the mothers of all the 
babies to be born during the year. 
‘There is, another very important 
reason why special effort should be 
made to get this trade—aside from 
its own profits. To a mother the 
most important thing is her. baby. 
A store which sells a mother an ar- 
ticle used in connection with the 
care of her children has the .confi- 
dence of that woman. And such 
‘confidence is the firmest foundation 
for the growth of any business. 





It’s poor economy to let your 
business system break down your 
physical. 


Governors of Hardware 
Club of Chicago Elect 
Officers for 1924. 


The Board of Governors of the 
Hardware Club of Chicago met in 
the club rooms, 11th floor of the 
State-Lake Building, on Thursday, 
October 11th, at which time the fol- 
lowing officers were elected: 

President—A. Vere Martin, re- 
elected. 

Vice-president—George A. Beau- 
din. 

Treasurer—William Kennedy. 

Secretary—A. G. Pedersen, re- 
elected. 

The following committee on 
membership was appointed : 

.George A. Beaudin, chairman; 
Ned Swift, Frank Koch, Gus Ruh- 
ling and John Gordon. 


Automobile Accessories Branch Na- 
tional Hardware Association, Hotel 
Shelburne, Atlantic City, New Jersey, 
October 15 to 19. 

The National Hardware Association 
and the American Hardware Manu- 
facturers’ Association, Atlantic City, 
New Jersey, October 16, 17, 18 and 19. 
F. D. Mitchell, 1819 Broadway, New 
York, is Secretary and Treasurer of the 
Manufacturers; T. J. Fernley, Secre- 
tary of Jobbers. 

National Federation of Implement 
Dealers’ Association, at Hotel Sherman, 
Chicago, October 17, 18 and 19, 1923. 
H. J. Hodge, Secretary, Abilene, Kansas. 

Western Retail Implement and Hard- 
ware Association, Missouri Theater 
Building, Kansas City, January 15, 16, 
17, 1924. H. J. Hodge, Secretary-Treas- 
urer, Abilene, Kansas. 

The West Virginia Retail Hardware 
Association Convention and Exhibit, 
Huntington, West Virginia, January 15 
to 18, 1924. James B. Carson, Secretary- 
Treasurer, 1001 Schwind Building, Day- 
ton, Ohio. 

Mountain States Hardware and Im- 
plement Association Convention, City 
Auditorium, Denver, Colorado, January 
22-24, 1924. W. W. McAlister, Secre- 
tary-Treasurer, Boulder, Colorado. 

Kentucky Hardware and Implement 
Association, Louisville, January 22-25, 
1924. J. M. Stone, Secretary-Treasurer, 
202 Republic Building, Louisville. 

Indiana Retail Hardware Association, 
Inc., Convention and Exhibition, Cadle 
Tabernacle, January 29, 30, 31, February 
1, 1924. G. F. Sheely, Secretary, Argos. 

Illinois Retail Hardware Association, 
Hotel Sherman, Chicago, Illinois, Feb- 
ruary, 1924. Leon D. Nish, Secretary- 
Treasurer, Elgin, Illinois. 

Nebraska Retail Hardware Associa- 
tion, Lincoln, Nebraska, February 5 to 
8, 1924. George H. Dietz, Lincoln Ne- 
braska, Secretary-Treasurer. 

Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Milwau- 











Coming Conventions ] 
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kee Auditorium, February 6, 7, 8, 1924 
George W. Kornely, Manager of Fx. 
hibits, 1476 Green Bay Avenue, Milway. 
kee. P. J. Jacobs, Secretary-Treasurer 
Stevens Point. ; 

Michigan Retail Hardware Convyep. 
tion and Exhibition, Grand Rapids, Feb. 
ruary 12, 13, 14, 1924. Karl S. Judson 
Exhibit Manager, 248 Morris Avenue 
Grand Rapids. A. J. Scott, Secretary, 
Marine City, Michigan. ‘ 

Iowa Retail Hardware Association, 
Des Moines, Iowa, February 12, 13, 14 
and 15, 1924. A. R. Sale, Secretary- 
Treasurer, Mason City, Iowa. 

The Pennsylvania and Atlantic Sea- 
board Hardware Association, Incor- 
porated, Convention and Exhibition at 
the Philadelphia Commercial Museum, 


Philadelphia, Pennsylvania, February 
12, 13, 14 and 15, 1924. Sharon EF. 
Jones, Secretary-Treasurer, Wesley 


Building, Philadelphia. 

Ohio Hardware Association, Conven- 
tion and Exhibition, Cincinnati, Ohio, 
February 19, 20, 21 and 22, 1924. James 
B. Carson, Secretary, 1001 Schwind 
Building, Dayton, Ohio. 

New York Retail Hardware Associa- 
tion Convention and Exhibition, Febru- 
ary 19, 20, 21, 22, 1924. Headquarters, 
McAlpin Hotel, and exhibition at Seven- 
ty-first Regiment Armory. John B. 
Foley, Secretary, 412-413 City Bank 
Building, Syracuse, New York. 

















| Retail Hardware Doings 





Florida. 
W. Heath Proctor is in charge of the 
Coconut Grove Hardware Company, 


which has just opened in the Sunshine 
Building, Miami. 
Idaho. 

Fire of unknown origin completely de- 
stroyed the Ninth Street warehouse and 
contents belonging to J. A. Lauer and 
Brothers hardware store at Shoshone. 

Illinois. 

The Hoffman Hardware store has 
opened a new branch at 1755 West 95th 
Street, in the new Wilsdon Building, 
Chicago. 

Sitton Brothers have sold their hard- 
ware and implement stock at Pleasant 
Hill, to W. T. Waugh. 

Iowa. 

At Wiota, the Robinson and Sons 
hardware firm has begun construction of 
a store room adjoining the Cozy theatre 
building. 

Minnesota. 

Peter Morneau of Pine City has pur- 
chased the Ogilvie Hardware store at 
Ogilvie from J. A. Skluzacek. 


Missouri. 

J. H. Lampkin has sold his hardware 
business at Centerview to Guy Goode of 
Pilot Grove and J. B. Harriman of 
Hughesville. 

Ohio. 


A business deal has been completed 
whereby Roy Earl, Lima, and Charles 
Booth, Rushsylvania, become the owners 
of the Union Hardware Store at Rock- 
ford. They purchased the store from 
George Dustman. 

Oklahoma. 

The Benson County Hardware Com- 
pany has moved from Rogers, Arkansas, 
to Muskogee. 

Wisconsin. 

J. H. Leyson has sold his hardware 
store at Dodgeville to Charles Mundon 
of Arthur. 
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HAT the woman of today 

who uses modern labor-saving 
household equipment saves a vast 
amount of time was proven re- 
cently by a week of actual demon- 
strations by the Cappel Furniture 
Company, who sell Direct. Action 
gas ranges in Dayton, Ohio. 

The unquestioned saving in labor 
and time which comes through the 
use of a Lorain-equipped gas range 
and the kitchen cabinet was not only 
a revelation to the hundreds of 
housewives who attended the dem- 
onstration, but was also an impres- 


Cappel Draws Women,by Hundreds to Witness 
Demonstration of Labor-Saving Kitchen. 


Dayton. Stove Merchant Uses Real Kitchen 
Arrangements to Show Value of His Ranges. 


time she set out to “get” a meal. 
Also, she had to pay constant atten- 
tion to her old type gas stove and 
more, she could hardly do more than 
one thing at one time when prepar- 
ing food for the table. The Hoosier 
kitchen cabinet, of course, elimi- 
nates all the old-fashioned method 
of running for a pan here, and chas- 
ing for a dish there. The gas range 
equipped with the Lorain Oven 
Heat Regulator enables her to do a 
maximum amount of cooking and 
baking with a minimum amount of 
time and energy. The housewife 





sive method of proving that the 
modern woman needs to be a 
“household engineer.” 

Mrs. Margaret Welsh of Grinnell, 
lowa, and Miss Josephine Richards, 
both students at Antioch College, 
Yellow Springs, Ohio, put on the 
demonstrations. On the first floor 
of the spacious Cappel store were 
built two kitchens—one representing 
the old-fashioned kitchen ; the other, 
the modern type kitchen—each fur- 
nished according to the era it repre- 
sented. The old type is seen in the 
upper left-hand picture—the mod- 
ern type in the upper right-hand 
view. Note the prominence of the 
Direct Action Red Wheel range in 
the latter. 

They actually demonstrated every 
day that the old-fashioned house- 
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merely entrusts the dishes to the 
Lorain. Oven and allows them to 
bake for hours at .a time—un- 
watched. She knows when “time’s 
up” they will be perfectly “done.” 
All these big advantages of the 
modern kitchen conveniences were 
emphactically shown by the Cappel 
demonstrations. It was most inter- 
esting because it was not overdrawn. 
It was a story lifted from actual life 
experiences. Also, it was impressive 
because the lesson it told: was one 
that could not be misundérstood by 
the women who saw it. Actual 
meals prepared under actual condi- 
tions as endured by the old-time 
housewife and the same meals pre- 
pared under the actual conditions 
enjoyed by the woman) who uses 
modern labor-saving equipment fur- 
nished graphic evidence of the in- 





Upper Left Shows Old Fashioned Kitchen. Upper Right Gives Idea for Modern 
Kitchen. Lower Picture Taken During Demonstration Lecture. 


Two Upper Groups Were Arranged on Stage. 
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wite had to do a “marathon” every 
{nitely easier conditions that sur- 
round the housewife of today—if 
she will but introduce into her home 
the finest of efficient kitchen equip- 
ment like the Hoosier Kitchen Cab- 
inet and the Lorain-equipped gas 
range. 

Certainly the Cappel Furniture 
Company deserve lots of credit for 
their progressive and unusual meth- 
ods of impressing prospects with the 
big worth of Lorain-equipped gas 
ranges. Newspaper advertising was 
not overlooked, for Harry Cap- 
pel of this firm is too good a stove 
merchandiser to overlook so helpful 
an ally as an advrtising campaign in 
his local papers. He used all three 
Dayton dailies to advertise the vari- 
ous daily demonstrations. That this 
drew the attendance is shown by 
the picture. 





Weiss Furniture Store 
Runs Fair Week Special. 


There is a difference of opinion 
regarding the use of heavy borders 
around small advertisements. Those 
authorities who speak against heavy 
borders claim that large and odd- 
shaped borders have their place, as 
everything else, but these borders, 
by .attracting attention to them- 
selves, detract the eye from the 
body of the advertisement. 











In the accompanying advertise- 
ment the border is too wide; a 1- 
point rule would have sufficed. 

The large-faced type used in the 
price quotation is very good, but al- 
though the store clerk and the pro- 
prietor know the difference between 
the regular price of the stove and 
the special sale price, the chances 
are that the man to whom the ap- 
peal is made does not; therefore 
special attention should be called to 
the reduction. 

The illustration would be more 
effective were it placed on the left- 
hand side of the ad. This arrange- 
ment would have permitted the com- 
bining of the reading matter. As it 
is now the eye focuses on the center 
and then gyrates between the mes- 
sages on either side, probably con- 
centrating on neither ; whereas, had 
it been placed at the left there would 
have been no hesitancy. 

The words, “We Undersell,” in 
the vernacular of Goldberg, in the 
Chicago Daily News, “don’t mean 
anything.” 

The original size of the ad was 
5 x 6% inches. 





This is said to be a day of spe- 
cialists, but the man who special- 
izes too closely makes a better job 
of working for someone else than 
of managing a business of his own. 








The Store Of Quality 





FAIR WEEK SPECIAL 


Globe Range of cast iron con- 
struction with 18 inch oven, 6 
lids and a Duplex grate. Will 
burn coal or wood. Complete 
with reservoir tank, exactly 
like cut only — 


$5 —_ 





You Should 
Investigate 


GLOBE 
HEATERS 


before buying any other 


MORE HEAT 
AND 
LESS COAL 


Don’t fail to see Globe eee a McDougall Kitchen Cabinets 
and A. B.C. Washers 
Displayed in Our Booth at the Fair 


WEISS FURNITURE STORE 





505-513 Main St. 





Calling Attention to Booth at Fair. 


We Undersell 





Dose Price-Cutting 
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Pay in the End? 


When a merchant begins cutting 
his prices to hold his trade, all the 
little devils, whose special business 
it is to harass broken and bankrupt 
merchants, cackle at the prospect of 
another harassee. 

That’s only another way of say- 
ing that the practice of price-cutting 
to hold customers is a rather clear 
indication that something is wrong 
and that the wrong thing is being 
done to right it. ‘Price-cutting to 
hold your own trade or to get your 
competitor’s customers will react 
against your own business in the 
end” is the advice given merchants 
by the Business Consultation Bu- 
reau of La Salle Extension Univer- 
sity, Chicago. 

Many a merchant has decided at 
some time or another whether or 
not he will shave his prices a little 
to a favored few of his customers, 
either because of personal friend- 
ship and business association, or be- 
cause they happen to attend the 
same church. If he makes this dis- 
crimination it is not long before the 
fact becomes general knowledge, 
among all the other customers. 

If your competitor begins to cut 
his prices—let him. It is usually a 
good reason why you should not fol- 
low his example. Just sit tight and 
watch him. 

‘here are some times when price- 
cutting is necessary. Often it is the 
only way to get out from under an 
overstock in some line or perhaps 
the entire store. That’s the time to 
cut, but give all your customers the 
advantage of the lower sale prices. 
Unless it is to your advantage, be- 
cause of an overstock or some other 
good reason, don’t cut your prices 
just because your competitor across 
the street is cutting his. 





It is a great thing to have the 
discernment to perceive and seize 
the psychological moment in all sit- 
uations in life. The ability to rec- 
ognize it; to know how to seize the 
exact moment to convert a desire to 
possession, is the test of superior 
salesmanship. 
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Advertising Is a Substitute for a Demonstration and 
Must Be Reliable. 


Give Your Advertisements Personality by Making 
Them a Part of Yourself and Your Business. 


HE power of suggestion is one 
of the best selling tactics pos- 
sessed by a salesman. What is the 
aim of all advertising and window 
display if not to suggest new ways 





For Fall 


Barn Door Hinges, 

Gate Hinges, 

Door Locks, Pad Locks, 
Wood Heaters, 

Coal Heaters, Gas Heater= 
Coal Ranges 


CO 


You Will Need 





those which can be properly listed 
under the needs of a farmer for the 
fall and early winter needs. This 
is the type of add that builds good 
will. 





Purchases 







Nails, Screws, etc. 
Tools of all kinds, 
Lanterns, 

Food Choppers, 
Guns, 
Ammunition, 


















Winchester Football Special $1 













sell them all at close prices. 


of doing things or things which will 
produce joys not heretofore expe- 
rienced by the prospective customer ? 

The accompanying reprint is 
made from the Sheridan (Indiana) 
News. It is an excellent effort to 
make use of the power of sug- 
gestion. The headline could not be 
improved upon. It sounds as 
though some friend were giving a 
piece of good advice; it lacks 
nothing; it has no_ superfluous 
verbiage; the typographical ar- 
rangement is very good. Among 
the items suggested are found only 


There is only one reliable kind to buy. That is the 
kind that lastsand gives service and satisfaction. 


Richey Hardware Co. 









We 





People come to respect the advice 
given by a store like this simply be- 
cause its advertisements show plain- 
ly and truly that the management 
of the store has the interest of its 
customers at heart. There is nothing 
that we could criticize in this ad. 

* * k 

In the accompanying reprinted 
advertisement, taken from the 
Washington (Indiana) Democrat, 
we have a piece of copy making a 
strong appeal through the human 
element. Some member of the firm, 
it may be one of the clerks but more 


likely it is the proprietor himself, 
has hunting as his hobby. This be- 
ing the case, he has kept informed 
regarding everything concerning 
hunting. He undoubtedly knows the 
laws pertaining to the subject; he 
has the newest wrinkles in first- 
class equipment and above all else 
he likes to “gas” with the boys about 
his hunting experiences. 
thing does more to build up interest 
in a subject than anything else. 
For simplicity and _ straightfor- 
wardness of purpose the ad could 


f a => 
flunters. 
Headquarters 


Our store is the 
headquarters - for 
all good hunters. 


This one 








We have a very 
complete line of the 
best guns and am- 
munitions. 


TRY US! 


VANCE Hidwe. 


and Implement Co. } 


not be improved upon. It tells the 
man interested in hunting where 
he will find a sympathetic ear, 
where he can get the latest informa- 
tion about a subject in which he 


finds his recreation. 
+ o * 




















The best thing a man can say 
about himself is, “I like my job.” 
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Business Activities Continue on High Level; Commodity 
Prices Stronger; Consumption Large. 


Business Moderate in Non-Ferrous Metals—Consumers 











Buy Cautiously — Copper Drops — Zinc Market Dull. 


USINESS sentiment is settling 
down to a more sober basis re- 
garding the outlook. 

The summer quietness was suc- 
ceeded by eager expectation of a 
swift recovery to take place in Sep- 
tember. When this failed to appear 
there was a spread of disappoint- 
ment first in the financial markets 
and later among business men. Fears 
that business was headed downward 
into a deep depression caused an ex- 
cess of uncertainty for a time. 

Business may be less active than 
the peaks of 1923, but this is not 
saying that it will drop to the low 
levels of 1921. In fact there is every 
indication. that the months ahead 
will bring a substantial volume of 
trade, measured by normal stand- 
ards. 


Revenue freight loadings during 
the last week of September reached 
the highest point in American rail- 
road history, the total being 1,097,- 
274 cars. This marked the fifteenth 
“million car week” in 1923, whereas 
only seven such weekly records had 
been achieved in any previous year. 
Despite the heavy current move- 
ment, there were 41,000 surplus 
freight cars in good repair on Sep- 
tember 30, compared with a short- 
age of 100,000 cars a year ago. 

Business in the nonferrous metals 
has been moderate, with consumers 
buying cautiously as in previous 
weeks. 


Copper. 

Copper has been the market fea- 
ture descending to new low levels 
for the past 16 months, back to 
levels prevailing when the market 
was just emerging from the 1921 
depression. 

The Western Electric Company 
entered the market for between 
5,000,000 and 10,000,000 pounds 
and closed fof a'tonnage on October 
5, at 13 cents delivered. This had 


the effect of establishing the market 
at this level, although most pro- 
ducers quoted higher on small lots. 
Copper is an international metal and 
therefore is subject to world condi- 
tions of supply and demand. In 
consequence it has declined in the 
face of record peacetime American 
consumption. 

Smaller factors in the copper mar- 
ket have resisted the lower market 
levels, with the result that secondary 
copper has not declined in keeping 
with the drop in Electrolytic, which 
is the market base. Scrap has been 
forthcoming sparingly at the lower 
prices, while secondary refiners have 
held casting copper and ingot brass 
at an unusually small differential be- 
low Electrolytic. 


Demands for copper from the 
American electrical trades are un- 
abated, but brass business is slow. 
All brass and copper products were 
cut % cent Monday. Most of the 
independent mills now are in a posi- 
tion to make prompt deliveries of 
almost any product. 


Tin 


Tin has been featured by a pinch 
in the spot supplies, with the result 
that a premium of % to % cent has 
prevailed for spot over future ship- 
ment prices the past week. This is 
recognized as a temporary and pass- 
ing situation, but occurs every now 
and then. 

A heavy tonnage of tin is afloat 
to this country, and shipments soon 
will be arriving to rectify the situa- 
tion. Straights tin -prices have 
ranged between 41.50 cents and 
42.75 cents in the past week. 


Zinc. 


The zinc market has been quiet, 
holding at 6.2714 cents to 6.30 cents, 
East St. Louis. 

A little export business has been 
done with British buyers at 6.30 
cents, East St. Louis. 


Independent steel sheet galvaniz- 
ers have held to their policy of buy- 
ing from hand to mouth and busi. 
ness in prime western consequently 
has been mainly for prompt and 
October shipments. High grade 
business has been good, with prices 
ranging from 7.50 cents to 8.50 
cents, according to brand. 

Prompt, October and November 
East St. Louis quotations are 6.274, 
cents. 


Lead. 


Lead sales have been light, but 
the market has been firm. 

Business has been done in Mis- 
souri lead with middle western con- 
sumers at 6.65 cents to 6.70 cents, 
East St. Louis, the past week. In 
the eastern market, independent pro- 
ducers and outside sellers maintained 
7 cents, New York, until today, but 
now the market is 6.85 cents to 7 
cents. 

A relatively large amount of the 
going business has been taken by 
the leading interest at its official 
contract price of 6.85 cents, New 
York. 

Producers report that consumers 
are calling for quick shipment on 
their purchases so that while in this 
metal as in others conservatism pre- 
vails it is evident that stocks in buy- 
ers’ hands are small. 


Solder. 


Chicago warehouse prices on sol- 
der are as follows: Warranted, 
50-50, $27.50; Commercial, 45-55, 
$26.55, and Plumbers’, $25.50, all 
per 100 pounds. 


Nails and Wire. 


Mixed carload business at Pitts- 
burgh represents the majority of the 
orders coming to wire products 
makers, but so far these do not 
specify much fencing. These or- 
ders for the most part call for plain 
wire, barbed wire and nails. 
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October 13, 1923. 


Straight single carloads also are 
fairly numerous, and occasionally 
an even larger tonnage is bought by 
jobbers over a scattered territory. 

The ease with which orders have 
been taken recently indicates “that 
the market prices of 2.75 cents and 
3 cents, base Pittsburgh, on wire 
and nails, respectively, are firm. 


Sheets. 

Additional sheet business is com- 
ing out at Pittsburgh, users now 
buying representing different lines 
of activity so that all grades are in- 
volved. 

A trifle less pressure is being 
exerted for deliveries of sheets on 
contracts and this is leaving room 
for the placing of fresh business. 


The fact that practically all of 
this business is being taken at the 
full market prices shows that the 
effects of competitive quotations, of- 
fered by manufacturers representing 
less than 25 per cent of the total 
sheet tonnage capacity of the coun- 
try, attests the firmness of the 3.00 
cent, 3.85 cent, 5.00 cent and 5.35 
cent, base Pittsburgh, levels, the 
prices quoted by one large interest 
and the majority of independents on 
blue annealed, black, galvanized and 
full finished automobile sheets, re- 
spectively. ; 

A few small producers still are 
willing to sell black at 3.75 cents, 
but those quoting the 3.85 cents fig- 
ure report additional orders for 100, 
200, 300 or 450 tons at a time at 
their own price. 

Conditions in the sheet steel mar- 
ket at Chicago are unchanged with 
western producers sold well ahead 
and nearby delivery cannot be ob- 
tained here. 

Quotations are unchanged at 3 
cents for blue annealed, 3.85 cents 
on black and 5 cents, Pittsburgh, on 
galvanized. 


Tin Plate. 


Tin plate mill operations are 
maintained at as high a rate as is 
Physically possible in view of the 
shortage of tin mill crews which 
still exists. 


Some makers cannot reach an 


average operating rate above 87% 
per cent, being unable to find skilled 
hot mill men, while others are able 
to maintain 90 or 95 per cent aver- 
ages. 

Various interests have intimated 
what their first quarter 1924 require- 
ments are going to be, and from 
present indications next year’s con- 
suming: rate will exceed the high 
level in sight for 1923. 

The price is unchanged at $5.50 
per base box of 100 pounds, Pitts- 
burgh. 
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Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $17.50 to $18.00; 
old iron axles, $25.00 to $25.50; 
steel springs, $19.00 to $19.50; No. 
1 wrought iron, $14 to $14.50; No. 
1 cast, $17.50 to $18.00, all per net 
tons. Prices for non-ferrous metals 
are quoted as follows, per pounds: 
Light copper, 9 cents; light brass, 
5 cents; lead, 4%4 cents; zinc, 3% 
cents, and cast aluminum, 15 cents. 


Pig Iron Suffering from Over-Production; Close 


Competition Forces Prices Down. 


Pittsburgh Price Goes from 50c to $1 Below Last Week—Chi- 
cago Foundry at §26—Small Orders Received at Birmingham. 


HE.. monthly report of the 

United:.States Steel Corpora- 
tion showed a reduction of 378,913 
tons in forward bookings as of Sep- 
tember 30. As this was the small- 
est decrease since June 30, the re- 
port was regarded with optimism, 
although new business now on the 
books is the lowest since March, 
1922. 

Unfilled orders on September 30 
amounted to 5,035,750 tons. 

New business in September was 
about 775,000 tons, an increase of 
nearly 100,000 tons over August, 
and bookings during the first ten 
days of this month have been good. 

The Steel Corporation is main- 
taining operations close to 90 per 
cent of capacity, while the independ- 
ents are running between 65 and 75 
per cent. 

The Iron Age and-Jron Trade Re- 
view both note improvement, espe- 
cially calling attention to the fact 
that railroad inquiries for cars now 
are the largest since early in the 
year. 

Further weakness is shown in pig 
iron at Pittsburgh, quotations being 
lower by 50 cents or $1 a ton than 
last week. One sale of 2,000 tons 
of foundry iron is reported on the 
basis of $24, valley, for No. 2 grade 
(1.75 to 2.25 silicon) to a regular 
connection by one producer who also 


reports several other 50 to 150-ton 
orders at the same figure. A foun- 
dry in Youngstown, however, was 
able to close on several hundred tons 
at $23.50, valley, and while as high 
as $24.25 and $24.50, valley, was 
obtained on single carloads a week 
ago, the market now is quotable at 
$23.50 to $24, a decline of 50 cents. 

More inquiry for pig iron has ap- 
peared in the Chicago district. The 
general quotation on foundry iron 
still is $26, base, Chicago, but the 
situation is weak. One southern 
maker which quoted $20, Birming- 
ham last week, now has restored its 
schedule to $21. Another maker, 
however, still is reported as naming 
$20. A sale of 100 tons of off- 
analysis southern iron has been of- 
fered at $19. 


Furnace interests of the Birming- 
ham district are receiving a num- 
ber of small orders for delivery 
within 60. days. It is estimated 3,000 
tons at least has gone on the yards 
since October 1 when 108,298 tons 
of iron was piled. Almost three- 
quarters of this belongs to two com- 
panies. 

Iron at $21 shows a loss, every- 
thing considered, producers say. 
Local prices of iron are as high as 

24, but in the Middle West with a 
freight rate of $6.01 per ton, $21 
base continues to be done. 











Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly, 





























PIG TRON. 
Chicago Foundry.. 26 00 
Southern Fdy. No. 
D Vaneks naga ene 26 O01 to 27 O1 
— Sup. Char- 
Me sbesuceseeve 30.04 
Malleable itaeness 26 00 
. FIRST QUALITY BRIGHT 
TIN PLATES. ™ 
Bo 
iC 14x20 112 aus “sia 46 
ix BOI s 00.4640907%0 14 65 
‘xx 14x20 66 sheets 17 57 
xx Picsseecees Oe ie 
eet | is acacdcesce 6 
oo] oxa8 112 sheets 27 be 
Ixx 20x28 66 sheets 16 15 
IxXxx Dicvcactcdccss Ee me 


20x28.....+++--- 18 25 
TERNE PLATES. 





Per Box 
{C 20x28, 40-lb. 112 sheets $25 60 
TX 20x28, 40-lb. “ “ 28 60 
Ic x28, 30-Ib, “ Ha 21 80 
TX 20x28, 30-lb. “ ys 24 70 
IC 20x28, 25-lb. “ 1g 0 
IX 20x28, 25-lb. “ 8 23 70 
IC 20x28, 20-ib. “ si 18 30 
TV 20x28, 20-ib. “ ” 21 16 
IC 20x28, 15-ib. “ wre 17 05 
iS 20x28, 12-Ib “ = 15 75 
C 20x28, 8-lb “ - 14 06 


COKE PLATES. 
Cokes, 80 lbs., base, 20x28.$14 05 
Cokes, 90 Ibs., base, 20x28. 14 36 
Cokes, 100 Ibs., base, = 14 65 





Cokes, 167 Ibs., base, 
Dt chisesébesseodunahee 10 
Cokes, 135 ibs. “pase, x 
20x2 Ra ee 17 16 
Cokes, 155 lbs. base, 66 
TEED eccccceseccceececs 8 OD 
Cokes, 175 Ibs. base, 66 
ee chncee OO 
Cokes. 195 lbs. * base, 56 
sheets Cedodarecaedecoece 10 95 
ata ANNEALED SHEETS. 
Base ...........per 100 Ibs. $4 00 
@NE PASS.COLD ROLLED 
BLACK. 
ee. Pes éoneeed per 100 Ibs. $5 00 
i CMDs rceenes per 100 lbs. 5 05 
No. seeeeeeese-pPOerl100 Ibs. 5 10 
a Mrereseus os --Perl100 Ibs. 5 15 
MEY eess: Per 100 lbs. 5 20 
Pe Sn ceccceened per 100 Ibs. 5 30 
GALVANIZED. 
Meo. 16...........per 100 Ibs. $5 60 
No. i -Per 100 Ibs. § 75 
Ne. 22-24... -Per 100 lbs. 6 90 
i Pe: per 100 lbs. 6 05 
No. 27..........-per 100 Ibs. 6 20 
No. 28...........per100 Ibs. 6 35 
No. 30...........per100 Ibs. 6 85 
BAR SOLDER. 
ited. , 
rae per 100 Ibs. $27 50 
45-55 . 0 
E ssceses Per 100 lbs. 26 55 
Plumbers ....per100 lbs. 25 50 
ZINC. 
Ge. cn Feacceaks Senet ee 6 27% 


SHEET ZINC. 
Cask lets, stock, 100 Ibs.. 


- 11 00 
than cask lots, 100 Ibs. 11 50 
BRASS. 
Sheets, Chicago base ...... 21 
 £ eee 18¢ 
Tubing, brazed, base........ 26c 
PE ethga Pk do eemdeac 18%c 
COPPER. 
smects, Catengs. ar 21c 
et MD tC enenab den deco tenn 20%e 
+ A conmuiean, a 22%ec 
Wire, No. 3 & 10 B. & S. Ga... % 
ere: c 
Wire, No. 11, B. & S. Ga. -20%e 
LEAD. 
American Pig .........--- 6 67% 
on t606b000 6a b0ese0 e042 7 77% 
Sheet. 
Full Coils....per 100 Ibs. 10 75 
Cut Coils.....per 100 lbs. 11 75 
TIN. 
i. i. were per 100 Ibs. 42%c 
ee HUD. cv cwoved per 100 Ibs. 43%c 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 


FITTINGS AND ACCES- 
SORIES. 
ADZES. 
Coopers’. 
Barton’s ...ccccceces ---Net 
WEES ccccccccceccece -...-Net 
AMMUNITION. 


Shells, Loaded, Peters. 
Loaded with Black Powder 18% 
Leaded with Smokeless 


Powder .......+- oeee 18% 
Winchester. 
Smokeless Repeater 
SR: ceanikdcacien % 6-2 ---20 & 4% 
Smekeless Leader 
DD ttanneseoee ---20 & 4% 
Black Powder nae & 4% 
. & 
Nitro Club ...........30 & {3 
Arrow. eoecccece 20 & 4 
New Club ....... 00-80 & 4% 
Gun Wads—per 1000. 
Winchester 7- 8 gauge 1047%% 
9-10 gauge 1047% % 
Co 11-28 gauge 10&7% % 
ASBESTOS. 


coger up to 1/16.......6¢ per lb. 
7. ‘apageedn --6%e per Ib. 

Millboard 3/33 te chi ...6c per Ib. 

Corrugated — 0 

te roll)....$6.0@ per roll 


aq. ft. 
AUGERS. 

Boring Machine....... ---40410% 
Carpenter’s Nut .......+.--+- 50% 
Hollow. 
Stearns, No. 4, doz...... ---$11 506 
Post Hole. 

Iwan’s Post Hole 4 we s5% 

Vaughan’s, 4 te .- $16 

AXES. 

First uality, Single 

Bitt (unhandled, 3 te 

4 ib., per doz...........$14 00 
Good Quality, Single 

Bitted, same weight, per 

GOB, ccccccecccceeccceces 00 

BARS, CROW. 

Steel, 4 ft., 10 Ib...........38 80 
Steel, 6 ft., 18 Ib..........-. 1 40 
Pinch bars, 

Bee Ghee BE Dicccescccoscee 8 @ 

BARS, WRECKING. 





All Vaughan and Bushnell. 


Screw Driver, No. 30, each $ 27 
Screw Driver, No. 


Reamer, No. 80, each. 1 
Reamer, No. 100 each.. 41 
Countersink, No. 13, each. 20 


Countersink, Nos. 14-15 each 27 


BLADES, SAW. 
Atkins 30-in. 


NOS, ccccee § 40 26 
$8 90 $9 45 $5 40 
BLOCKS. 
Wooden ... Ceeccebooceses 45% 
POCOME sc cccceccecccccccccess 45% 


BLOW TORCHES (See Firepots). 


BOARDS. 
Stove. Per Doz. 
Gryatal, B87 ccccccccccee SB 
Wash. 
No. 760, Banner Globe 
(single) whoa .-Per doz. $5 25 
o. 662, Banner Glo 
(stage «++++-perdoz. 6 75 
No. 01, ng. 
oeeuennstéesaen oz. 8 26 
No. 860, Single—Plain os 


BOLTS. 
Carriage, Machine, etc. 
Carriage, cut thread, % x6 
and sizes smaller and 
SED. a sn0sedenatkées eos 50-5% 
Carriage sizes. larger and 
smaller and shorter....40-10% 
Machine, %x4 and zea 
smaller and shorter..... 50-10% 
Machine, sizes larger and 
longer than %x4...... 50-2% % 
| BR he ERE «+ 10-56% 
BRACES, RATCHET. 
V. & B. No. 444 8 in....... $4 64 
V. & B. No. 222 8 in....... 3 89 
V. & B. No. 111 8 in....... 3 55 
Vv. &@ B. Ne. 11 8 im....... 3 02 
BRUSHES. 
Hot Air Pipe Cleaning. 
Bristle, with handle, each $0 85 
Flue Cleaning. 
Steel Only, each.......... $1 26 
BURRS. 
Copper Burrs only.........- 40% 
BUTTS. 
Steel, antique copper or dull 
* brass finish—case lots— 
8% x5 %4—Dor dozen pairs $3 es 


oan Bevel steel inside 

sets, case lots— 

Eteeeeus -..-per dozen sets 8 
Steel bit keyed front door 

sets, each seccanee 8 @ 
Wrought brass bit keyed 

front door sets, each.... 4 00 
Cylinder wane door sets, 

@CBCR nccccccce sth: BO 


eeeeeee 


CEMENT, FURNACE. 
American Seal, . ane cans, net $ 45 


cans, 90 
esi “ 95 1b. cans, “* 2 00 
Asbestos, 6 Ib. cans ca 46 
POCOFS. ccccccce -per 100 Ibs. 7 61 
CHAINS. 
Sher. geees Safety qoute. 
500-ft. coil, per ft...... .02 
100 to 500 ft., ao ft. 02% 
Less than 100 ft., per “tt J03 
[ron Jack Chain. 
Box (12 yds.)....-.-++++. .45 


CHIMNEY TOPS. 


Iwan’s Complete Rev. & 


WH, ccceccscocoasececscss 30% 
Twan’s Tron Mountain onlv .35% 
Se 30 to 40% 

CHISELS. 
Cold. 

V. & B. No. 25, 4% In., each $0 26 

V. & B. No. 25, & in., each 41 
Diamond Point. 

V. & B. No. 55, % in erg 0 31 
Vv. & B. No. 55, % In...... 0 48 
Firmer Bevelled 

Rene Nose 
B. No. 65, % in..... 0 29 
v. & B. No. 65, % In..... 0 40 
Socket Firmer. 
Cape. 
V. & B: No. 50, % in..... 0 31 
Vv. & B. No. 50. % Iin..... 0 57 
CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 
TIVETS .cccee List less 25-40% 
Yankee, for Yankee Screw 
BOO. .cccsacsecessascos $6 
CLAMPS. 
Adpestette. 
No, 100, Door (Stearns) 
BOE. «cede coecedéiossces $22 00 
Carpenters’. 

Steel Bar..List price plus 20% 
Hore. 

Sherman’s brass, %-inch 

POP GOB. cccccccccccecces $0 4 

Double, eracs, %-inch, per 

OB. ccccccccccccsescess 1 20 
CLINKER TONGS 

Front Rank, each..........$1 75 

POP GEE. csc ebovcescssrcur 1 85 


CLIPS. 
Damper. 
Acme, with tail pieces, 
DOF GOB. ..ccecccccccee OL 
Non Rivet tail pieces, 

DOP GOB. cocccccccccee. & 
COPPERS—Soldering. 
Pointed Boofing. 

8 Ib. and heavier....per Ib. 4 
BE Biccocececeseseses o 

2 WDecceeeeeccccceees it 
1M FD.. ceeeeeeeeeeeees “  Bhe 
Do  Bheccccccccccccsce “ — 6e 

CORD. 

No. 7 Std. per doz. banks. .$16 % 
No. ~ cid ci) oe oe 12 # 


CORNICE BRAKES. 
Chicago Steel Bending. 





Nos. 1 te 6 B.cccccccce.s WG 
COUPLINGS, HOSE. 
Brass..... eeeceeees per doz, $3 2% 
CUT-OFFS 

Kuehn’s Korrekt Kutoffs: 
Galv., plain, reund or cor. ré 
Standard gauge .......... 4 
Be GED Swdcccewcsccesnad 10 
DAMPERS. 
“Yankee” Hot Air. 
7 inch, each 20c, doz...... $1 76 
8 - ye .. © nese 2 4 
st ° 2 [64 aeee 2 76 
10 ” et | ie per 3 06 
Smoke Pipe. 
FT tmah, GRR... cccnccccsccs $ 3% 
8 ci) cid “a 40 
q oi ct) be 
10 iJ ct) ee 
12 oe i] iT) 
Reversible Check. 

8 inch, each......--.-+++. $1 be 
9 ty  cecevssecns oct 
DIGGERS. 

Post Hole. 
Iwan’s Split Handle 
(Eureka) 
4-ft. Handle. ..per doz. $14 00 
7-ft. Handle...per doz. 36¢ 0 
Iwen’s Hercules pattern, 
DOF GOR. ccccccccccccces 4 90 


DRILLS. 


Vv. £ B. Star, 12-inch ceag®. 
4%, s/s and %, each $ 6 





0 GOED cccccs ee 
E. GER coccccsdccosese 64 
SU, ME ncecdscscceca oc = 

Vv. & B. Star, 18-inch Length. 
5/16 and %, each....... 33 
HH, GOB cccccccccccccoces 45 
1, GBC .ccccccccccscseses 69 
2%. GBR cocccccccccccess 1 66 

EAVES TROUG 

MUTT ee 

Galv. Crimpedge, crated..... 715% 


ELBOWS—Conductor Pipe. 


Milcor 
— plain or corrugated, round 


yn Std. gwauge.......-- 65% 

26 Gauge Std. gauge..... - 40% 

24 Gauge Std. gauge....-- 10% 
Square Corrugated. 

MUICOP 2 nce ccccccccccccccss 

Standard gauge .....--+++: 45% 

BC GAUGE .cccccccccccccces 30% 


Portico Elbows. 
Standard Gauge Conducter Pipe. 
plain or corrugated. 
Not nested 
Nested solid 


ELBOWS—Stove Pipe. 
l1-piece Corrugated. Uniform. 


56-inch parece 
BME’ ooidc0csspeccecosesee BN 
7-inch povepecegssossssegees 32 10 
rrugated. 2% 
CS) een 
GUD occccnce0ssvecececees SEE 
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Specialists 


Since the beginning 
of the industry in 
this country. 


Write for samples. 


being our standard 





Terne Plate [ eno ) 


: <=> 
“5 





A LARGE stock of all brands always carried in stock for immediate shipment. 
Also manufacturers of “Osborn Quality” Gutter and Conductor, 28 gauge 


Let us quote on your requirements. 


THE J. M. & L. A. OSBORN CO., CLEVELAND 


Sheet Metal Workers’ and Furnacemen’s Supplies 


Our 
Brands 


shown here ranging 
from 40 to 8 pound 
have proven their 
} unusual lasting qual- 
ities by years of 
actual service. 














[Steal Cadings 
Side Walls and Cornices 


| Only first quality material used 
Many neat designs of character. 


Write today for our complete cata- 
log giving descriptions and prices. 


THE W. J. BURTON CO. 


es es ee snd Detroit, Michigan 























In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Screening, Ventilating and Draining 
EVERYTHING IN PERFORATED METAL 


THE HARRINGTON & KING PERFORATING © 
-5649 FILLMORE ST. CHICAGO, ILL..U. S. A af 


ER 














(ne 


SOFT 
DURABLE 
WORKABLE 


hese qualities 
combine to make 


Inland Copper 
Alloy Sheets 


The favorite 
in the Sheet Metal Shop 


INLAND STEEL COMPANY 


38 South Dearborn St., Chicago 
Works: Branch Offices 
Harbor, Ind. 














Indiana Milwaukee St.Louis 
Chicago Heights, ILL. St. Paul 




















Uniform, Collar Adjustable. 


Doz. 
6-inch ..... eccccocesovcceess ee 
GERBER ccccccccccocecqeccoes & Oe 
Toetmeh ..cccccece cocccseocese OS OO 


WOOD FACES—50% off list. 


FENCE. 
pect Fence eccccecocccescoene 


FILES AND RASPS. 


Beltere (American) ....... 65-68% 
MERTEN vccvecéaccccecess 5-5% 
yo roade ednninee doses --60 H 10% 
Black Diamond ........... 60-56% 
PED casavceoes eect veep 60-10% 
Great Western ......... 60 & 10% 
Kearney & Foot........ 60 & 10% 
McClellan ...... neeedeee 0& aa 
Nicholson ...... ovecccceses 60-14 
NEED dececcdeceseaneseces 60% 
FIRE POTS. 


Ashton Mfg. Co. 
Complete line 
Fi and Torches... 
Otto Bernz Co. 
~~ 1 Furn. Gasolene with 
noe? shield, 1 gal.....$ 6 75 
Furn. ‘Kerosene, i 


No. 10 Brazier, Kerosene 
or Gasolene, 10 yt 47 62 
No. 6 —, Gasete het 


52% 


No with ferch, Galion ‘i 
pt. . 


Clayton a Lambert's. 
East of west boundary line of 
Province of itoba, Canada, 
No. Dakota, ta, Ne- 
braska, Kansas, Oklahoma, — 
arillo, San Angelo = Lared 


Geo. W. Diener Mfg. Co. Ba. 

No. 02 Gassione Torch, 1 

Oh. _900004006050206850% 5 65 
No. 0266, Kerosene or 

Gasolene Torch, 1 qt... 7 60 
No. 10 Tinners’ 

Square tank, 1 gal..... 12 60 
No. 15 Tinners’ 

Round tank, 1 al. - 12 00 

o. ss Solderin 

UDR ccedadesenaces 3 60 
No. 110° “automatic Gas 

Soldering Furnace .... 10 50 


Double Blast Mfg. Co. 
Gasolene, Nos. 26 and 385...60% 
Quick Meal Stove Co. 


Vesuvius, F.0.B. St. loute 30% 
(Extra Disct. for large 
quantities) 

Chas. A. Hones, Inc. 
Buzzer No. B eescece oee-$ 9 00 
cs a ere coos 18 00 
~* ze Coccccece -. 18 60 
an merrrre seses 15 00 
GB cccceses 19 00 


FREEZERS—ICE CREAM. 
ae * and oprrres 





GALVANIZED WARE. 
Pais  <ouapetetens, O-at... 98 95 


$9066680606006606 o- 2 26 
iseat: ceeece ececcceoe coccce 8 6B 
MUM aeceucececooeseceses 2 75 

bed = pute. WO. Bicccceves -$6 75 

Ceseeeoccoescoocs cooe T OO 
No ; 40¢96a0 coccccccoese 8 BO 
GARAGE DOOR HARDWARE. 

SE cccccesecsee --++.- All net 
GAUGES. 
Marking, Mortise, etc.......Nets 
Wire. 
BD ce cicwccticcscscced 25% 
GIMLETS. 
Discount .........65% and 10% 


GLASS. 
le Strength, A and zB. 
GED c wcccccccease & 85% 
Double Strength, A, all wes 84% 


GREASE, AXLE. 
1-1 tins, 36 to case, 


+ ae SS eee” 


s-fe fine, 12 


-$ 4 78 
7 80 


coccccce F 
losen.... 10 40 
per dozen.... 18 80 
per dozen.... 19 80 








HAMMERS, HANDLED. 
All V. and B. Bach, net 


Blacksmiths’ Hand, No. @, 
BPE, sccccccescocsqgeaseuene @ 


Engineers’ No. 1, 26-08..... 1 60 
Farrier’s, No. 7, 7-om........ .98 
Machinists’, No. 1, 7-oz..... 78 


Nall. 
Vese@iem, No. 41, 26-oz. 16 


Vanadium, Neo. “dite, bee 
GE -ocunasekncan 1 46 


escege o4 

Garden City, No. “iii%, ié- 

CB, GROR cccccccce eooee 87 
Tinner’s povetins. No, 1, 8- 

CB., OBER .cveccccccccccces 82 
Ghee, Steel, No. 1, 18-oz., os 
a 96006000000 

Magnetic. 

6, 4-oz., each...... 72 


HAMMERS, HEAVY. 


Single and Double Face.. 


-20% 


HANDLES. 
Axe. 


Hickory, No. 1. 4 
Hickory, No. 2. 3 
= quenty, second growth 6 
Special white, 2nd growth 6& 


Chisel. 
Hickory, 
ssort 


++-per, doz. 


Tanged, Firmer 
A e eeseneoe 65c 
Hickory, Socket, 
Assorted 10c 


Wilke. ccccccccccce --per doz. $1 20 


Hammer —~y! _— 
No. 1 per doz.......... 2,08 90 
Besend A... TY hickory, 

DEP GOS. ccccesccccceces ’ 1 60 

Soldering. 
 f eperee sechnontews $2 40 

HANGERS. 

Conductor Pipe. 

Mileor Perfection Wire.. 


Eaves Trough. 
Fe .--¥ gacccecescccces 


tt4 
Milo pao wi peceeneeay 
Hilcor Ee ex Wintec i 
Milcor Mil waukee 

—s poe ( ~ on sto 


- -25% 


peeSeeencdueeeest 40% 
HASPS. 
Hinge, Wrought, with staples, Net 
HATCHETS. 

Vv. and B. 5 Each 
B » 24-08...... $1 43 
Half, No. 1, 16-0z........ 25 

If, No. 3, 37-oz........ 1 37 
Claw, No. 1, 19-0z........ 1 81 
Flooring, No. 1, 20-08..... 43 


1 
Shingling, No. A 17-os.. 1 
Lathing, No. 1, SA-GBcccce 1 20 
Lathing, No. 2, 17-oz..... 1 
Vanadium er 


Half, No. BOB. cocces $1 82 
Underhill i tathing, 
TOW, 19-0B....00.+00-- 2 29 


HINGES. 


Heavy Strap, in Bundles. 
inch, ozen prs. ccoocccecGh 38 


DOm 





xtra Heavy T in Bundles. 

: inch, dozen DIB. ++ eee ee Sk 74 
6 

x 


o 
ss o © ccccccee 8 81 
a He 


HOOKS. 


Box. 
Vv. and B. No. 9, each... 


a 
Milco ececcceccococese 
“Direct “Drive” Wi t 
Iron for wood or brick 
Cotton. 
Vv. and B. No. 8, each... 24 


Hay. 
V. and B. No. 1, each.. 26 


156% 
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Bar Meat. 
Vv. a B. No. 26, %”, - 
Vv. “and B. No. 33, ° 4". 
each ..... eccovecccce 16 
Screw Meat. 
Vv-and B. No. 2, per gro. 6 60 
Butchers’ “8.” 


¥ and B. No. ‘. each.. os 
Vv. and B. No. 8, each.. 11 


HOSE. 
Per. Ft. 
melded..8 e to 13%c 


eto 10c 


2 88 ite 


% -in. wrapped 


eoccees 


HUMIDIFIERS. 

“Front -Rank ” 
In single jots...... vececes 60% 
In lots of 10 or more... .60-5% 


In lots of 25 or more..60-10% 
Vapor pans, etc., each.....50% 


IRONS. 
Sad. 
Genuine Mrs. Potts, nickel 
plated, eet set 
Asbestos No. 70, per set. 2 10 
Asbestos 4 100, per set. 2 30 


EB. — oe 
No. Of Corner, doz. sets $3 se 


KNIVES. 


Butcher. 
ms Ste Handles, 6-inch 
biad 


eeeeee eeeeeeees 


r) 
at ~ “heey ‘Handles, T-inch 
Beechwood Handles, *s-inch 


bl ee eee eee eee eeeee 

Cooper’s Hoop. ........ 0000 085% 
Drawing. 

BtemGare § csccccccecccccece 35% 

BEES _ cocevesece 25% 

Barton’s Carpenters’... 2000 188% 
Hay. 

ipente Solid Socket....... 38% 

BEORENO oc cccsece o00cce 80% 

Sa Sickle “Bdge: nine eta 225 % 

Iwan’s Imp’d Serrated....25% 
Hedge. 

SD a» censee edigikeeesis 25% 

Disston’s No. 1......... +. 35% 
Putty. 

DE. -<eicevéccbanaoews 25% 

ED dneccecedeeses + .35% 
Scraping. 

Beech Handles ........... 25% 

Eg OO 25% 

KNOBS. 

Mineral . oocecee per doz. $3 00 

Porcelain .. ces. 2 00 

WOE) ded keetowdeee = 2 00 

LADDERS. 

Step. 

ee, GOP Chis cscesccncs 28c 


Sopmen. with Shelf, add 1c 


Coors eeeeeeoe eeeeee ee BEC 


Challenge, 6 to 9 ft.........55¢ 
Oe OO Be Gincrabkasccces ooee- 800 
Kant-Break, per lineal ft...75c 


LANTERNS. 
Per doz. 


Monarch tin, hot blast....$ 8 25 
Diets No. 3. cold blast..... 18 00 


Best tubular ......e.s+ee0. 8 26 
Competition lanterns No. @ 
Cubular *...ccccce ecccee 6 90 
LAWN MOWERS. 
Weimah ccccccccecccce eoveeee $5 20 
Welneh coccsscsece cccccocce 6 OS 
Ball Bearing. 
* aa adjustable bear- 
we coccecececes eccccce --$7 60 


LEATHER BELTING. 


From No, 1 Oak Tanned Butts. 
Extra heavy, 18-oz.........35 
Heavy, 16-02.....6.+++0+..40% 

Medium, 14%-os. 

Light, 18-oz. ... 


LEATHER LACING. 
Cut, strictly No. 1..... 
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LEVELS. 


Disston, No. 28 Asst........$ 
ie. aS 3 20 = each 

ct) 3. a . each 

- Shaf - a _—— 

ct) oe n giass 
wat No. 1 ime 
ya No. 2 Asst......... 
- 24-26 in., each.... 
28-380 tn., each.... 














vnetbenStiSee dl 
Sssassses 


LIFTERS. 
Stove Cover. 
. 4 00 
4% 


Barn Door. 
No. 60 Stearn’s..per doz. $11 0 
No. 80 - bar 20 00 


MALLETS. 
Carpenters’. 
Fibre Head No. 2, per doz. $12 0 
* No. 8, = 15 60 
. No. 3%, “ 20 60 
Round Hickory 
events’ per doz. $3 00— 6 00 


Tinners’. 


WGOTF co ccccceccs per doz.$2 26 


Door. 
National Rigid....6 & 10 & 64 
Acme Steel Flexible........50% 


Galvanized steel mitres, and 
caps, end pieces, outiets...20% 

Milecor ... 

Galv. one piece stamped... .40% 


MOPS. 

Cotton, Star (Cut Ends). 
Pounds 12’ 165’ 18° 24’-8-o2 
Per doz. $4 00 435 6 50 7 00 

Enterprise ......ceeee0+ - -16%% 

PAPO ccccccccccccccces 60 & 6% 

NAILS. 

Cut Steel ...... peceeeeenmad $4 70 

Gab BOM cccccccces o0c<6eee 

Wire. 

COMMON cccccccccccccs coe OM 

Cement Coated .......++- - 80 


NETTING, POULTRY. 
Galvanized before weav- 


GR cccdeccccccccseceocce cee 
Galvanized after weav- 

TRE ccccccccccccceevcece -- 46% 

NIPPERS. 

Nall Cutting. 

Vv. & B. No. 30..... eoevepe 180 
Double Duty. 

V. & B. No. 60.....000--s> 160 
Hoof. 

TreterS ccccccccccces 40 & 10% 


V. & B. No. 62, each......82 28 
NOZZLES. 
Hose. 
Magic ...... -+--Per doz. $9 60 


Diamond .......- o 6 76 


Chase Pattern. 
Brass and Copper......--- 10% 
Zinc Plated ......+.-- 






BRASS cc cccccccccccce - 20459 
Coppered ........-00:: 60 & 5% 
Steel. 
Copper Plated .......- 10 & 6% 
OPENERS. 
Delmonico -- per dos. $1 Hy 
Never Slip........ 
Crate. 


Vv. & B...per dos. $7 25—11 0 




















23. 


sssaveses 


2s #4 


#2 


oer oaPr 
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Quality & Beauty 
IN 
ART METAL CEILINGS 
: AND 
SIDE WALLS 


QUALITY—only first quality material is used in making 
FRIEDLEY-VOSHARDT ART METAL CEILINGS AND 
SIDE WALLS. 


BEAUTY—is necessary for the complete and lesting satis- 
faction of your customers. 


Having one of the finest equipped sheet metal plants in 
the country and employing only skilled workers enables us 
to serve you with QUALITY goods having the BEST 
DESIGNS. 


Write Today for Catalog No. 33 


FRIEDLEY-VOSHARDT CO. 


OFFICE FACTORY 
733-737 S. Halsted St. 761-771 Mather St. 


CHICAGO, ILLINOIS 











Shingles dipped individually in molten zinc— 


have a heavy{coating on edges as well as sides. 

The dipping process coming AFTER the shingles have 

been stamped insures that this coating has not been 

damaged by the stamping operation. 

We also make shingles from tight-coated sheets and of 
tin These tin shingles we paint either red or 
green. 

We suggest, however, that for a really 
permanent job 


use Cortright hand-dipped shingles. 
CORTRIGHT METAL ROOFING C 


te 








NEW CHICAGO 
ROTARY SLITTING SHEAR 


Used in Connection with a Cornice Brake 


Guaranteed Will Split 
a Sheet 
to Cut - 
24-Gauge Cut . ae 
fron Any Angle 





Write now for information 


MAPLEWOOD MACHINERY CO. 


Dealers in New and Used Machinery ‘ 
2547-49 Fullerton Ave. CHICAGO, ILL. 

















C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 


Manufacturers of 


SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED AND 
POLISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR 


PIPE, EAVES TROUGH, ELBOWS, SHOES, MITRES, ETC. 





Branch Warehouses in New York, Chicago and St. Louis 











Leaders and Gutters 
Made From Horse Head Rolled Zinc 
last a life-time 


The NEW JERSEY ZINC COMPANY 
160 Front Street ‘"*t#blished 1848) New York 
CHICAGO: Mineral Point Zine Co. 
PITTSBURGH: The New Jersey Zine Co. 


CLEVELAND: The New Jersey Zine Sales Co. 
SAN FRANCISCO: The New ersey Zinc Sales Co. 


The World’s Standard for Zinc Products 








DO IT RIGHT—INSTALL VENTA-LIGHTS 





SAVE TIME AND INCREASE PROFITS 
Cash in on Reorders 
Write today for prices and discounts 


MESSENGER AND PARKS MANUFACTURING CO. 
“SHEET METAL GOODS FOR BUILDING” 


AURORA, ILLINOIS 


EARLE’S 
VENTILATOR 


IMPROVED 
REVOLVING 















Sm Vunnsnvevavsnsvvenavsvanagvnneegearnegne0000000000/00010000000H11 


ir 








bah 


Tt runs in a_ self-lubri- 
cating bearing that is not 


VUNLULEUSAAUCOUONEGUALULLTUU TEAL ECMO UAE 


to- affected by heat or cold. 

day It is noiseless and pro- 

for duces an upward current 

of air. No down draft. 

= complete It will satisfy and give 
= catalog you a good profit. 


BERGER BROS. CO. 


229 to 237 ARCH STREET 
WAREROOMS AND FACTORY: 100 TO 114 BREAD STREET 
PHILADELPHIA, PA. 


ANUAEQUUENALUNNUDUGLUUNNNTOLGLSEEGNUNEALUASUUCQUUCQOLEEOUOEONEEOEULA LSA UAA TNA ONN TONAL EAS mm 


QUOOUMAUSOOAOUOUEUATEEUAEEOVAOQAUU4AS0O0ESCUS GLAU AAU ULLAL USSU es 


TUUAATDAUAUEANVATEES NUNN HAT 








Bil 





i] 


vi] 





REQUIRES ONLY HEAT 











CHICAGO SOLDER COMPANY 
4201 Wrightwood Ave.,CHICAGO,ILL. 
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PAILS. 


14-qt. without gonee 

ek" Sit’ oe — $9 60 
cone --per A 11 00 

a0-qt. without’ per ane. 11 76 


Sap. 
10-qt., IC Tin....per doz. $4 00 
12- oe o oe e 6 60 
Stock. 
Getv, ats. 1 16 20 
Per doz. $9 76 10 75 2 36 14 60 
Water. 


Galvanized qts. 10 12 
Per doz. .....$5 75 6 60 13s 


PASTE 
Paste: 
seeeeeeeee + $15 00 
oe 8 00 


Asbestos Dry 
200-lb. barrel 
100-lb. barrel 


10-lb. bag . 
5-lb. bag .. 
2%-Ilb. cartons 





PINCERS. 
All V. & B. 
mm  -eHe cast steel, a. 
ech ‘$0 43 $0 . $0 61 


12 
971 
Bieckamishe’ No. 0 64 


ee eeeeee 


Crated and nested (all 
gauges) 
Crated and not nested 
(all gauges) 





“Interlock.” 
Crate@ and nested (all 
BAuUSTCS) .. 0 eee ee -60-7THH 


Priees fer Galvanized Toncan 
Metal, Genuine O. H. Iron, Lyon- 
more Metal and Keystone C. B. 
on application. 


Steve. Per 100 joints. 
26 gauge, 6 inch E. C. 
ee Set eye -.$17 00 
26 gauge, 6 inch E. c. 
EE 5.8026sb6000c0s0s%005 18 00 
26 gauge, 7 inch E. C 
Te cacesccoscscsosese 80 
28 gauge, 6 inch E. C. 
SEL) cabal deed wee dacodae 15 00 
28° gauge, 6 inch E. C. 
DE. oth +baudcathbacudden 16 00 
>. gauge, 7 inch E. C 
Ses 6d tant Sade asian 18 00 
° gauge, 6 inch E. C. 
REE eseccoccaccesccces £6 00 
=. cause. 6 inch E. C. 
Me e8¢000dnbne~eéaenes S00 
y nee. 7 inch E. C. 
ecerccoccccescosoe SO & 
T-Joint Made up, 
6-inch.......... per 100 $40 00 
Furnace Pipe. 
Deshie yan Pipe and : 
Fitt ccceccccsoccecsth® 
Gane wen Pipe, Round 
Pipe Fittings .........38%% 
Gaipantaes gna Back 
on pe, oes, etc...33 
Milcor Galvanized ........ Ae 
PLANES. 
Stanley Iren Bench.......... Net 
PLIERS. 
(Vv. & B.) 
Nat, No. 38, each...........$2 60 
7+, i inccenessces Ba 
SE GR Geo ccccccsecs 69 
Gas, Ne. 7, each........... 6&5 
we . 0 61 
bg Ne. 13, GRE. ccccccccce 87 
or Crimping. 
e. Psd SE ccscscccetvese 64 
Butten’s Pattern. 
Bee © Gets ccccccoceece 61 
We. 8 BER... ccccccccccce 74 
Deuble Duty, No. 106...... 50 


POINTS, GLAZIEBS’. 
MWe. 1, 2 and 3..per dez. pkgs. ¢5c 


POKERS, STOVE. 
Wr't Steel, str’t er -_ 


“ttemel Jjetee. colt . 
OB cccccccee ad 


15 
10 


POKERS, FURNACE. 


Mae ccccccccccceccscccccs OO B® 
PULLEYS. 

Furnace Tackle.....per doz. $0 60 

Per GTOGS cccccccvccccccee 6 OO 
” Screw (en- 
cased) ...per doz. $0 85 

Ventilating Register. 

Per gross ..... bieeeeeced $9 00 

Small, per pair...........+ 0 30 

Large, per pair........+.. 0 50 
PUNCHES. 

Machine. Each. 
Vv. & B., No. 11-13, 1% x6..$0 19. 
Vv. & B., No. 90, %x9..... 27 
Vv. & B., No. 10, %x10... 29 
Vv. & B., Ne. 1-6, %x6é.... 12 

Center. 

Vv. & B., Ne. 50, %x4..... $0 14 

Belt. 

Vv. & B., No. 101-108...... $0 24 
Vv. & B., No. 108-109...... 33 
Vv. & B., No. 25, asa’t..... 3 80 

Samson Line. 

No. 1 Hand (Doz. lots or 
aes «- 40% 


ess 
No.2 Hand J3 doz. 

...Less 40 & 6% 
No. 4 Hand (|6 doz. lots or 


more...Less 50% 
nape Sam, Son. 6% 
ots...Less 
No. 8 Bench) poz. ‘lots or 
more...Less 40% 
Extra Punches ‘and Dies for 
Samson: 
No. 1 Hand { Less than doz. 
lots....Less 25% 
No, 2 Hand |Doz. lots, 
ééa0 3% % 
No.4 Hand 3 doz. lots, 
-Less 40% 
No. 1 ~ 


3 Bench |6 ‘doz. 
i oO 
. Less 40 & 10% 


PUTTY. 


Commercial Putty, 100-Ib. 
BES ccccccccccccccscccec eG OS 


QUADRANTS. 


Malleable Iron Damper......10% 


FLOOR RECreTERs AND 


BORD 
ME sadaddebedesacenae 20% 
Steel and Semi-Steel.......33%% 
SEE dcpansoccosecees 33% % 
Adjustable Ceiling 
WESNND ccccccescccces 33%% 


Register Faces—Cast and Steel 


Japanned, posgaee and Plated. 
4x6 3 14 33% % 


Large comes Faces—Cast, 
taxi4 to 38x42 


Large Register Faces—Steel, 
14x14 to 38x42 


+» ROOFING. 
Per Square 
Best grade, slate surf. prep’d$1 85 
Best tale surfaced......... 2 20 
Medium tale surfaced...... 1 50 
Light tale surfaced........ 95 
Red Rosin Sheeting, per ton $72 00 


ROPE. 

Cotton. 
Sisal. 

Ist Quality, base.13%c to 14%c 

th Ms deseenenennesscebien 12%e 
Manila. 

= B.. y standard 

550 6.56SS C0040 08 16%c 

m.. cy Saldethe tan teiinnseue 15%ec 

Hardware Grade, per Ib....13%c 


SAWS. 
Butchers’. 


Atkins No. 2, 14-in......$12 


” No. 2, 
si Ne. 7, 
mal No. 32, 
ia No. 7, 
- No, 7, 
“... No. 7. 


Compass. 
Atkins No. 
” No. 10, 10-in..... 
sai Blades, No. 2, 10-in. 
” - No, 2, 10-in. 


18-in...... 
16-in...... 
32-in...... 
20-in...... 
24-in...... 
28-in...... 


Cress-Cut. 
Atkins No. 221, 4 ft.... 
* No. 221, 6-ft...... 
- No. 221, 8-ft..... 


Hand. 
Copper Burrs only......... 
” No. 96, 2@-in...... 
Hand and Rip. 
Athine No. 64, 
No. 64, 

- No. 5&3, 

. Ne. 63, 

es No. 63, 

- Neo. 58, 

= No. 58, 


Keyhole. 
Atkins No. 1, complete.. 
” No. 2, complete. . 


Miter Box. 
Atkins No. 1, 4x20..... 
™ No. 1, 6x22...... 
- No. 1, 6x22...... 


Pruning. 
Atkins 


ae 
26-in. 
16-in...... 
ae 
24-in. 
SB-<Em...ccve 
30-in...... 


eeeee 


No. 10, 16-in.... 


Wood. 
Atkins 
- No. 318......2205 
* Ne. 906. .ccccccce 
- No. 1509......... 


SCRAPERS. 
Box. 
No. 6, 
Hog. 
BIO. 6, GBEReccccccccccces 
Floor (Stearns). 


2, 10-in.....$ 


14 
16 
15 
18 
20 
22 


-$19 


24 
18 
22 
26 
31 
34 


$3 
3 


38 
42 


No. 20, 12-in.... $ 8 


18 


8 
15 
16 


six blades each.... 
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75 
30 
85 
92 
05 
20 
35 


45 
15 


19 
75 
60 
56 


25ce 


No. 10, each.......... -+.$11 60 


SCREEN DOOR HINGES. 


Gast WOM. cccccece - SToss $13 +4 
Steel ....... coecccces 
SCREWS. 
Wood. 
FP. H. Bright ......-+2+++-80% 
BR. TH. BOwSR cccccccccccce VW 
FP. HE. Japa cccccccccceceeth® 
F. H. Brass ....cceeeeee es Ib% 
BR. TE. WBEASS cccccccccccce eG 
Sheet Metal. 
No. 7, %x %, per gross.$0 65 


No, 10, %x3/16, 


per gross. 


No. 14, %x %, per gross. 


SCREW DRIVERS. 


Uncle Sam Standard Head. 


3 inches, each.......... 
5 inches, 
8 inches, 


12 inches, 


Uncle Sam Insulated Head. 
3 inches, each........+-. 

6 inehes, each.. 

8 inches, 

12 inches, 


@MCh...ccceees 
each..... 


ae. 
. & B. 


an 100, tn cardboard 
boxes a 


No. 100, in wooden boxes, 


Ne. 36@, assorted. ....doz. 
Ne. 6, in cardboard boxes, 


eee ee eee eee esses 


Ne. 6, in weoden —- 


Seer eee eeeeeeereee 


-1 


COCR... ccccccces 


os. $1 


1 
1 


76 
9e 


45 
62 
63 
02 


67 
76 
14 
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Rivet. 

Vv. & B. 
Farmers 
Tinners’ 3-4 “ 

. 00-0.. Ty 

Saw. 

Atkins No. 10....per doz. $3 9 
” No. 12.... 7 % 


SHEARS. 
Per Des 


wteted Pinted, Straight, 6” 
7” 
8” 
PT ad 
cooet™ 


Japanned, Straight 


oy o 


“ o 


SHEARS, TINNER® & 
MACHINIST*S’, 


ere Lr 
Lennox Throatless. 
Oe. BB. occcccccocnas ooo 
Shear blades............ 
(f.o.b. Marshalltown, ioe 
Peerless Steel Squaring. 
Foot Power. 
No. 1—30”, 18 ga. cap..... 15% 
No. 2—36”, 18 ga. cap......15% 
No. 4—52”, 18 ga. cap...... 15% 
No. 10—120”, 22 ga. cap...15% 


No. 4A—52”, 16 ga. cap....15% 
Cast Iron Foot Power. 
No. 01, 30”, 18 ga. cap....15% 


Power Driven 
(No. 100 Series, 2 Shaft Drive.) 


No. 142—42”, 18 ga. cap....15% 


(No. 200 Series, 2 Shaft Under. 
neath [Lrive.) 


No. 242—42”, 14 ga. cap...15% 
(No, 300 Series, 3 Shaft Under- 


neath Drive.) 
No. 342—42”, 10 ga. cap....15% 
No. 372—72”, 10 ga. cap....15% 


(No. 600 Series, 3 Shaft Under- 
neath Drive. 
-15% 


No. 596—96”, 10 ga. cap.. 


(No. 690 Series, 3 Shaft Under- 
neath Drive.) 


No. 6120—120”, 3/16” cap. .15% 


SHINGLES. 
Zine (Tllinois) ........++--- 


SHOES. 
Milcor. 


Galv. Std. Gauge. Plain or 
corg. round fiat crimp. ..65% 


26 gauge round fiat crimp. .40% 

24 gauge round flat crimp. .10% 
Com@uctor ....cccccccccccosss 65% 

SHOVELS AND SPADES. 

Coal. 

Hubbard's. 

No. A B 

1 $16 00 15 10 

2 16 35 16 60 

5 16 75 16 00 16 26 14 46 

1716 16 35 16 60 14 8 
Post Drains & Ditching. 


craze 
Size A B c 


14” ..ccee $17 15 $16 40 $15 65 
16” ...... 17 60 16 75 16 00 
18” 17 10 16 8 
20” 17 45 16 70 
17 80 17 06 


c D 
14 45 13 70 
14 85 14 10 


piss Steel 
-Handle 
Long Handle ...... 


SIFTERS. 
Genuine Hunters, doz......- $2 be 


SKATES. 
, Ud 
Ice, Men’s and Boys’. per Se 


Key Clamp—rocker—bright 
finis $ 7 


Key Saeeements 1 
Skate outfits 
Women’s and Girls’. a $1 31 

% Key Cyne—see -00 8 


eeeeeeeeereere 


ey 1 
Ice Skate outfit ......--+ 60. 
Roller. 
Ball Bearing—Boye ..--- $1 66 
Ball Bearing—Girls’ ...-- 1 66) 





ei 
0 4 
0 & 
be 
% 





SRNR 


@ 
0 
6 
6 
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Arex Ventilators have 
the reputation of out- 
lasting the building in 
most cases. Supplying 


oe Gobi c goed name ler 


AREX COMPANY ee 
J. C. Kernchen, Pres. a / 
1581 Conway Building, Chicago 


THE ORIGINAL SIPHONAGE VENTILATOR] 


Something Worth While 


Our No. 61 Coil Fire Pot is the best 
and most Reliable Coil Fire Pot made. 
Tank is made of heavy gauge, seam- 
less drawn steel, tinned inside and 
out, rust proof, fitted with extra large 
funnel and filler plug with dust proof 
cap. Every mechanic should have 
one of these fire pots. 

Jobbers supply at factory prices. 

Send for free catalog. 


ASHTON MFG. COMPANY 


Newark, N. J., U. S. A. 














No. @1 Red-Hot 
* Fire Pot 











Te learning and knowledge that we have 
is, at the most, but little compared with 


that of which we are ignorant. 
—PLATO 


Good trade books will without a doubt help you 

to increase your practical knowledge of your 

trade. We sell good trade books. 
—AMERICAN ARTISAN 


BURNS BETTER--LASTS LONGER 


The No. 208 Torch has improved Double 
Blunt Needle Burner, producing about 
300 degrees more heat Orifice cannot 
clog as the upper needle keeps it cleared. 
Both Needles are blunt, making it 
impossible to ruin the burner by forcing 
as in other makes having sharp needles 
No. 208 is the Torch for quick work and 
hard service and will outlast two ordi- 
nary Torches. Jobbers supply at factory 
prices. Ask for a catalogue. 





uetmtnt CLAYTON & LAMBERT MFG. CO. 
Frits Each, S178 10635 Knodell Ave., DETROIT, MICH., U.S.A. 














Have you seen 


THE BIG VENT 
WITH THE GREAT PULL? 


ALOLUS 
VENTILATOR 


RIGID — STRONG — DURABLE 


Made in all sizes of al] metals. They are reasonably priced 
and we make quick shipments. 


ZZOLUS DICKINSON CO, 
Vent Makers Since 1888 
3332-3352 South Artesian Ave. CHICAGO, ILLINOIS 
Telephone: Lafayette 1862-1863 
































TREADLE SHEAR 


This TREADLE GAP SHEAR is 
made in all standard sizes for No. 
14 and lighter gauge sheets. With 
it, sheets can be squared, trimmed 
or slit. 

We make a complete line of 
shears, punches and bending rolls, 
all sizes for hand or belt drive. 
Write for Catalog ‘“S.” 


BERTSCH & COMPANY Cambridge City, Ind. 


te te 























Send for catalog today 








VIKING SHEAR 


Compound LEVER Handle — Removable Blades 


VIKING SHEAR CoO., Erie, Pa. 


A child can work them 











eo en 











99 stron 





‘STANDAR 


VENTILATOR and CHIMNEY CAP 








De away with high stacks, swings freely in the 
slightest breeze and positively cures down-drafts. The 
gest and most efficient combination to be had. Has 


no equal for 
write your jobber or us for prices and catalog today. 


STANDARD VENTILATOR CO. 


chimney purposes. All jobbers sell them— 


Manufactured by 





LEWISBURG, PA. 












Made of 


CLARK-SMITH HARDWARE Co. 


eT TR TST 





AMMUNLNEUUCLAUEESUENSUOATOOYEORRNSNENOTOUUMUOCOTURGGOEOOUOQUGEODPEGOANOOOUCOUALEEAGGALGAOUHOGG UOT NEA ANNAN 


Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 





TTTUTAAUUHLALUULLLULL hbo eee ELMO TCP 


PEORIA, ILLINOIS 
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SNIPS, TINNERS’. 
Clever Leaf ...........40&10% 
National ...........+.--40 &10% 
BOR « 00060000006 cbcctecpéqheqeeee 
BONGSE  cccccccsccecesercccsccwnet 


SQUARES. 
Steel and Iron...............Net 
(Add for bluing, $3.00 per doz. net) 


Mitre 
Me cesasegevies (ebbowenegee ™ 
TP GE Wei cscssccscts * 
a aaa Chepeccecesse @ 


ee eee eee eee ewer eeeeees 


Fox’ «eessee-per doz. $6 00 
Winterbottom’s re 
STAPLES. 
Blind. 

Barbed .........perlb. 21@22c 
Butter, Tub....... “ 16@19c 
Fence— 

Polished ......per10@ lbs. $5 45 

Galvanized ... ” @ 16 
Netting. 

Galvanized ...per 100 lbs. $6 564 
Wrought. 


Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 
Staples, and Hooks and 
Staples ..........+-560&10% 

Extra heavy % 


STONES. 


Axe. 
SIindostan .... per lb. New Nets 
More Grite .... “ - 
ED sécacce = > 


Emery. 
No. 126.......per doz. New Nets 


6il— Mounted. 


Arkansas Hard 
No. 7....-,-per doz. New Nets 
Arkansas 


PTT Tererrerey | | 


Washita No. 717 - vad 
Oil—Unmonunted. 
Arkansas Hard per | Ib. New Nets 
Arkansas Soft. wer 
Lily White.... - o 
meer Creek... 3 = 
ashita ...... - ad 
Scythe. 


Black bBtamend per gro. New Nets 


Green Mountain ” = 
LaMolle ...... nas ” 
Extra Quinne- 

en -saneenes ad 
Red End..... ” - 


STOPS, BENCH. 


No. 10 Morrill pat- 
tern ............per doz. $11 00 


™~. 11 Stearns pat- 
tern 


0064669600060 ¥ 10 00 
No. 15 Smith pat- 

WOOD -seswuséecese ba 7 00 
STOPPERS, FLUE. 
Common ..........perdosz. $1 10 
ee, DO Bc ccccccs - 1 10 
Gem, flat, No. - 1 00 
STRETCHERS. 

Carpet. 
Bullard’s cooccces DOr Ose, $3 90 
Excelsior ........ 6 26 
Malleable Iron.... ” 70 
Perfection ....... 7 6 30 
ME sn cneedagues ” 4 50 


Wire. 


O. 8. Elwood, No. 1 one doz. Nets 
O. 8S. Elwood, Ne. 


SWIVELS. 


Malleable Iron......per Ib. $6 10 
Wrought Steel......pergro. 4 50 


TACKS. 
=. Posters’ 6-oz. 25-lb. boxes 
r Ib. papenendeseceoeoc cee 
Uptiolsterers’” 6-02., 26-Ib. 
boxes, per Gibbs ctccccs~s8She 


TAPES, MEASURING. 


Asses’ Skin ..........List & 40% 
THERMOMETERS 
Tin Case...per doz. 80c & $ 1 25 
Wood Backs “ $2 00& 12 00 
Glass ....-. ” 123 00 
TIES. 
Bale. 
Single Loop, carload 
lots esccccccces tO CH 


Singie Toop, less than 
ear lots ......26200570 & 16H 


TRAPS. 

Mouse and Rat. Per Gross. 
Sure Catch Mouse Traps.$ 2 10 
Vim Meuse Traps....... 2 10 
Short Step Mouse Traps. 1 80 

Wood Choker Mouse 
Traps, 4 hole. eT e Ff |. 
Per Doz. 


Sure Catch Rat Traps....$0 90 
Dead Easy Rat ese 1 00 
Baskets. 


Packed in One Bushel Band Stave 
List per Bushel. 
Catch Mouse Traps 
(360 Traps) .........-$ 6 26 
Short Stop Mouse Traps 
(360 Traps.).......- 4 60 
Sure Catch Rat Traps (84 


Traps) 3 60 
Short PStop “Rat Traps (64 
Traps) Giatisanascss § 


Assorted Mouse and Rat Traps. 
List per Bushel. 


Sure. Catch (216 Mouse 
Traps and 26 Rat Traps) $4 90 
Short Stop (216 ouse 
Traps and 26 Rat Traps) 4 25 
TROWELS. 
Cement. 
Attine Ne. 6....cccsccs .$19 50 
” SE enh eineenieavars 25 60 
TWINE. 
White Cotton. 
Eureka, 4-ply........ per Ib. 30c 


Jute. 
$-ply and 6-ply Bale Lots 22%c 


VALLEY. 

Milcor ... eevepece 
Galv. formed ‘or roll. La Se 60% 
VENTILATORS. 
Standard..............30 to 40% 
VISES. 

No. 700 Hand, 
Inches “x 5 56% 
DOR. cesses 012 15 13 00 14 85 
No. 701. 4 


Doz. : ae 15 13 00 16 70 
No. 1, Genuine Wentworth, 


Noiseless Saw...per doz. 9 25 
No. 3, Genuine bert 
Noiseless oz. 12 75 


Saw rd 
No. 500, owl Steel’ Polding 
Saw cecesescc snc ane 80 90 


WASHERS. 


Over % tn. barre! iots 
rer 100 Ibs..............-$6 235 


7 e7ie -— ¥ 

™ T0%e 9%e 7% 10 1 Bike 
WEATHER STRIPS. 

Metallic Stitehed. 


in., per 100 ft......... $1 80 
fin., per 100 f€.......0- 20 
Wood and Felt. 

% in., per 100 ft......... $1 56 
% in., per 100 ft......... 1 66 
WEIGHTS. 

Hitching ........ none = oar Ib. Nets 


Saeh—t- o. b. Chica: 
Smaller lots, per fen... .067 50 
WHEEL BARROWS. 


Common Wood Tray........$3 75 


Steel Tray, Competition.... 4 60 
Steel leg, garden..........-.-- 6 00 
WIRE. 

Plain annealed eee No. 8 

per 100 Ibs. --.-$3 70 
Galvanized barb "wire, per 

60 Ibs. oon 10 
Wire cloth—biack painted, 
Cann Wie per 18 > = a 2 35 

e — ze 
catch welg ht 
per 100 Ibs tteretmancee 6 OF 


Galvanized ee 3 Wire, 80 rod 
pee, © per Bilccescasescs & OO 
Galvanized etatn oS No. 9, 
DOP 100 1BG.....ccccccccees 416 
Stove Pipe, per stone....... 1 


WOOD FACES. 
50% off list. 


WRENCHES. 
Coes Steel Handle, Sin. 68-18% 


Coes Knife-Handle, 


12-in. .40-10% 
6-in. .40-10% 
8-in. .40-10% 

10-in. .40-10% 

12-in. .40-10% 

Coes All Patterns.........40-10% 


WRINGERS. 
No. 790, Guarantee per dos. $49 50 
No. 770, Bicycle ... 47 00 
No. 670, Domestic. ° 


No. 110, Brighton... sid 39 00 
No. 760, Guarantee.. - 61 00 
No. 740, Bicycle.... - 48 60 


No. 22, Pioneer.... ne 36 60 
No. 2, Superb..... ” 26 6¢@ 


- Dunning Heating 
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